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The  face  is  familiar.  It's  the  Philishave*  electric  shaver,  the 
most  popular  in  Britain. 

To  make  sure  that  the  name  is  as  familiar  as  the  face,  we 
spend  more  or}  advertising  each  year  than  any  competitor.  Add  that 
to  the  unique  close  shave  the  Philishave  rotary  action  offers  and 
you  can  see  why  once  again  in  1980,  we  intend  to  outface 
our  rivals. 
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There  seem  to  he  more  statistics 
about  sales  volume  than  sales 
themselves  these  days,  and  this  week's 
hunch  makes  pretty  depressing 
reading.  First,  the  Department  of 
Trade  has  revised  its  estimates  of 
retail  sales  for  the  current  year — 
downwards  toy  around  1  per  cent, 
with  even  more  drastic  reductions  in 
recent  months. 

Then  there  is  the  Economist 
Intelligence  Unit  estimate 
that  chemists'  sales  in  1979  were 
probably  down  toy  some  10  per  cent 
or  more  in  volume  terms,  a  sharp 
reminder  of  how  misleading  turnover 
increases  can  be  when  the  rate  is 
below  the  level  of  inflation.  The  EIU 
bases  its  figures  on  the  14  or  16  per 
cent  value  increases  in  sales  compared 
with  a  26.5  per  cent  price  level 
increase  for  the  product  group 
comprising  medicines,  surgical  goods 
and  toiletries. 

A  "bleak"  outlook  is  predicted  by 
EIU  for  the  chemists'  'goods  sector 
(except  for  some  cosmetics  and 
medicines)  and  there  is  a  further 
suggestion  that  specialist  retailers  of 
these  goods  (presumably  chemists!) 
will  be  hit  particularly  hard  because 
parts  of  the  range  handled  by  mass- 
market  competitors  are  likely  to  be 
moving  at  the  lowest  possible  prices. 
Certainly  the  pressure  is  on,  with 
major  chain  stores  such  as 
Woolworths  and  'Marks  &  Spencer 
making  across-the-board  price  cuts  that 
appear  suicidal  in  the  face  of 
disappearing  margins,  such  is  the 
desperate  need  to  retain  volume. 

Will  the  present  economic  climate 
squeeze  yet  more  independent  retailers 
out  of  business?  There  will  be  many 
who  hope  not,  as  a  survey  by  leading 
advertising  agents  McCann-Erickson 
reveals.  They  questioned  340  opinion 
formers — MPs,  trades  union  leaders, 


top  businessmen,  and  leading 
journalists — and  discovered  that  over 
50  per  cent  believed  the  trend  to 
larger  retail  groups  over  the  past  ten 
years  has  restricted  consumer  choice 
(66  per  cent  of  trades  union  leaders 
held  this  view).  Less  than  a  third  of 
those  interviewed  felt  the  large 
groups  increased  competition  and  it 
was  only  some  MPs  (47  per  cent)  who 
were  particularly  inclined  to  believe 
that  they  kept  prices  down  (a 
view  shared  by  few  trade  unionists). 

These  opinion  formers  are  very 
perceptive,  but  whose  opinion  do  they 
form?  Certainly  not  the  opinions 
represented  by  the  "consumer  voice" 
(a  misnomer  if  ever  there  was  one) 
and  enforced  by  the  Office  of  Fair 
Trading,  as  in  this  week's  notification 
of  assurances  given  by  two  cosmetics 
companies  that  they  will  not 
discriminate  against  companies  which 
sell  their  products  at  reduced  prices 
(see  p380).  The  true  issue  is  not  one 
of  price,  however,  it  is  a  question  of 
large  retailers  seeking  to  add  to  that 
magic  "volume"  by  taking  anyone's 
top  sellers  and  leaving  the  unfortunate 
"specialist"  retailer  to  survive,  if  he 
can,  with  the  unprofitable  tail.  So 
much  for  consumer  choice  and,  in  the 
end,  competition. 

Macarthys'  annual  report 
refers  to  this  self-same  "creaming  off 
of  business  to  short-line  stockists" 
which,  they  say,  has  undoubtedly 
gathered  momentum.  But  in  its  own 
retailing  activities  the  group  is  moving 
into  larger  units — "it's  what  the  public 
wants"  their  market  research  has 
confirmed.  Inevitably  this  logically 
leads  to  fewer  outlets,  because  the 
trade  has  to  come  from  somewhere — 
does  the  consumer  ever  get  told  that 
until  it's  too  late?  Enough  independent 
chemists  have  disappeared  already, 
and  other  independent  retailers  are 
equally  important  to  the  life  of  the 
community.  If  the  opinion  formers 
have  such  clear  opinions,  they  might 
usefully  make  them  more  public.  ■ 
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THIS  WEEK'S  NEWS 


Shulton  and  Revlon 
give  OFT  price 
assurances 


Two  manufacturers  of  toilet 
preparations,  Shulton  and  Revlon, 
have  given  written  assurances  to  the 
Office  of  Fair  Trading  undertaking 
"not  to  establish  minimum  prices  on 
the  resale  of  their  goods  in  the  UK, 
not  to  publish  prices  in  such  a  way 
that  they  might  be  understood  to  be 
minimum  resale  prices,  and  not  to 
discriminate  in  any  way  contrary  to  the 
Resale  Prices  Act  1976  against  any 
dealer  who  advertises  or  sells  the 
company's  products  at  reduced  prices. 
Both  companies  will  also  ensure  that 
the  requirements  of  the  Resale  Prices 
Act  are  understood  and  observed  by 
their  employees." 

The  assurances  follow  an 
investigation  by  the  Dail  Mail  which 
led  the  newspaper  to  claim  both 
Shulton  and  Revlon  were  refusing  to 
supply  some  retailers  who  were  selling 
their  goods  at  below  the  recommended 
price. 

Shulton  are  reported  in  the  article 
as  saying  that  "The  Office  of  Fair 
Trading  brought  to  our  attention  a 
complaint  and  we  settled  this  complaint 
to  their  satisfaction." 

A  spokesman  for  Revlon  told  C&D 
"The  Office  of  Fair  Trading's  request 
for  the  assurance  reported  in  its  Press 
release  arose  out  of  an  isolated 
incident  which  occurred  nearly  two 
years  ago.  Revlon,  of  course,  had  no 
difficulty  in  giving  this  assurance  since 
Revlon  complies  in  all  respects  with 
the  Resale  Prices  Act  and  all  other 
applicable  legislation." 


TUC  seeks  abolition 
of  script  charges 

Abolition  of  prescription  charges  was 
demanded  by  the  TUC  at  its  annual 
conference  in  'Brighton  last  week. 

Delegates  approved  a  motion 
proposed  by  the  Hospital  'Consultants 
and  Specialists  Association  calling  for 
a  larger  share  of  the  national  income 
to  be  devoted  to  the  NHS. 

There  was  widespread  support 
for  the  campaign,  which  will  be 
renewed  at  the  forthcoming  Labour 


Party  Conference,  for  a  return  to  the 
principle  of  free  treatment  for  all 
NHS  patients.  Attacks  on  the 
Government  for  increasing  prescription 
charges  figure  prominently  in  the  final 
agenda  for  the  conference  which  opens 
at  Blackpool  on  September  29. 

A  resolution  from  the  Confederation 
of  Health  Service  Employees  not  only 
condemns  the  Government  but  also 
criticises  Labour's  NEC  for  its 
tardiness  in  preparing  detailed  proposals 
for  reform  of  the  health  service  which 
can  be  speedily  implemented  by  the 
next  Labour  government.  COHSE  will 
urge  the  conference  to  express  regret 
that  the  iNEC  has  failed  to  set  up  the 
special  sub-comm'ittee  to  examine  the 
report  of  the  Royal  Commission  on 
the  NHS  and  that  relatively  little  work 
has  been  done  in  preparing  a  Labour 
plan  for  the  NHS  as  requested  by  last 
year's  conference  at  Brighton. 

Labour  NHS  plan 

The  resolution  advocates  the 
establishment  of  a  committee  "in  its 
own  right"  and  urges  that  a  draft 
Labour  plan  for  the  NHS  should  be 
circulated  to  affiliated  organisations 
and  the  regions  in  time  for  discussion 
at  next  year's  party  conference. 

Aldridge  and  Brownhills 
Constituency  Labour  Party  also  wants 
the  conference  to  press  for  the  zero- 
rating  of  VAT  on  all  medical 
equipment  bought  by  the  NHS. 


Nationalisation  of  the 
pharmaceutical  industry,  already  one 
of  the  top  priorities  of  the  left  wing 
dominated  NEC,  again  features  in  the 
resolutions  in  the  final  agenda. 

Diet '  a  better 
approach  to  health' 

Giving  top  priority  to  the  search  for 
improved  therapeutic  methods  is  a 
faulty  approach  to  health  problems, 
according  to  Mr  Dennis  Burkitt,  a 
leading  authority  on  the  importance 
of  dietary  fibre. 

"There  can  be  no  doubt  that 
prevention  of  disease  is  infinitely 
more  important  than  »sipectacular 
cure,"  he  told  a  meeting  at  the  Royal 
Society  of  Medicine  on  Monday.  He 
criticised  the  "inappropriate  news- 
selection  of  the  media,  in  which  such 
total  irrelevances  as  cardiac 
transplants  are  brought  to  the  notice 
of  the  public  but  never  the  far  greater 
benefit  conferred  by  the  anonymous 
men  and  women  who  have  persuaded 
a  few  of  their  friends  or  colleagues 
to  discontinue  smoking  or  to  modify 
their  diet." 

Perhaps  the  single  dietary  change 
that  would  do  most  to  improve  the 
health  of  Western  nations  would  be 
an  increased  consumption  of  less- 
processed  cereal  foods,  particularly 
wholemeal  bread,  he  maintained. 

The  simplest  and  most  cost- 
effective  way  of  supplementing 
refined  diets  is  to  take  one  heaped 
dessert  spoonful  of  bran  da'ily.  Most 
authorities  also  advise  reduction  in 
sugar  and  fat  intakes.  "Such  simple 
dietary  changes  might  do  more  to 
improve  health  than  all  the  expensive 
efforts  of  modern  therapeutic  medicine 
which  is  so  dependent  on  the 
prescription  of  medicines,"  he  said.  ■ 


fttc 


"Are  you  sure  they  had  a  better  summer  than  us?" 
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BPA  appeals 

procedure 

explained 

The  following  appeal  procedure 
relating  to  the  payment  of  Basic 
Practice  Allowance  has  been  agreed 
between  the  Department  of  Health  and 
the  Pharmaceutical  Services 
Negotiating  Committee.  The  Basic 
Practice  Allowance  will  not  be  paid  to 
any  future  pharmacy  within  1 
kilometre  of  an  existing  pharmacy 
except  where  those  pharmacist 
contractors  have  a  financial 
commitment  entered  into  prior  to 
July  1,  1980. 

In  these  cases  the  pharmacy 
contractor  may  appeal  initially  to  the 
FPC.  In  any  such  case  that  the  PPC 
feels  unalble  to  accept  that  there  was 
a  prior  financial  commitment  the 
pharmacist  contractor  may  appeal  to 
the  Secretary  of  State. 

Where  a  pharmacy  contractor 
either  opens  a  pharmacy  within  one 
kilometre  of  an  existing  pharmacy 
hut  where  these  two  pharmacies  are 
separated  by  a  substantial  natural  or 
manmade  barrier,  or  re-locates  the 
existing  pharmacy  within  the  same 
locality,  he  may  apply  to  the  PPC  for 
the  payment  of  a  BPA  and  such 
.application  will  toe  forwarded  as  an 
appeal  to  the  Secretary  of  State.  In 
either  case  it  is  advisible  for  the 
contractor  to  make  application  before 
the  contemplated  opening  or 
relocation  takes  place.  The  Secretary 
of  State  has  agreed  that  all  appeals 
will  'be  decided  in  consultation  with 
PSNC. 

The  FPN  257  recently  sent  to 
pharmacist  contractors  setting  out  the 
arrangements  for  BPA  payment 
makes  no  mention  of  this  appeals 
procedure.  ■ 


Reprieve  for  No  17 


The  Pharmaceutical  Society's  former 
headquarters  building  in  Bloomsbury 
Square  is  to  remain  intact  despite 
major  redevelopment  plans  for  the  area. 

The  developers,  Machurst  Ltd,  and 
architects,  Chapman  Taylor,  are  to 
seek  planning  permission  for  the  site 
which  was  once  intended  for  the 
National  Library  but  was  reccently  sold 
for  over  £7  million.  Their  plans 
include  two  new  office  blocks,  but  the 
Society's  old  premises  will  remain 
unchanged  as  a  listed  building.  The 
intention  is  to  let  it  to  a  non- 
commercial organisation  such  as  a 
charity  or  professional  institution. 

A  public  exhibition  of  the  plans 
opens  on  September  15  at  67  Great 
Russell  Street,  London.  ■ 


Second  assistant 
through  to  final 

The  North  Wales  and  Shropshire 
representative  in  the  final  of  the  C&D 
Chemist  Assistant  of  the  Year 
Competition  will  be  Mrs  Jenny  Turner, 
who  works  with  Mr  Norman  Davies 
(G.  O.  Howells  (Chemists)  Ltd)  at 
High  Street,  Hadley,  Telford. 

Mrs  Turner  won  the  regional  heat 
organised  at  Wrexham  last  week  by 
ICML  wholesalers  L.  Rowland  &  Co 
Ltd,  the  second  place  going  to  Mrs 
Ruth  Parnell  (Mr  Gibson  Collins,  50 
New  Chester  Road,  New  Ferry)  and 
the  third  to  Mrs  Annette  Douglas 
(J.  D.  Hollins,  Old  Chester  Road, 
Great  Sutton,  Ellesmere  Port).  No 
separate  "19  or  under"  prize  was 
awarded  as  Mrs  Douglas  was  among 
the  contestants  eligible  for  it. 

The  Competition  is  sponsored 
jointly  by  C&D  and  NPA  Products.  ■ 

Warning  on  use  of 
sodium  perborate 

Thornton  &  Ross  Ltd  have  expressed 
concern  about  the  casual  use  of  sodium 
perborate  crystals  as  a  mouthwash.  A 
recent  Sunday  Times  article  describing 
the  use  of  sodium  perborate  {C&D, 
last  week  p329)  gave  their  name  as 
suppliers  and  they  have  since  received 
several  requests  for  it. 

The  company  is  sending  a  standard 
reply  to  all  the  requests  explaining 
that  they  only  have  stocks  for  use  in 
dispensary  work  and  are  not  licensed 
to  supply  directly  to  the  public.  The 
letter  continues:  "You  may  therefore 
obtain  supplies  from  your  local 
chemist  if  he  has  the  product  available, 
and  if  he  is  willing  to  sell  some  of  his 
stock.  If  so,  the  price  is  likely  to  be 
considerably  higher  than  reported  in  a 
recent  newspaper  article. 

"We  are  aware  of  the  publicity 
given  to  sodium  perborate  as  an  aid  to 
dental  hygiene  but  cannot  comment  on 
its  effectiveness.  Thornton  &  Ross  Ltd 
have  not  been  involved  in  the  work 
reported  other  than  as  the  packer  of 
the  chemical  used. 


Regional  winner  Jenny  Turner  with 
second  and  third  prizewinners  Ruth 
Parnell  (right)  and  Annette  Douglas 
(centre).  They  take  home  £100,  £50  and 
£25  respectively 


"Sodium  perborate  can  be  used  as 
an  ingredient  in  some  mouthwash 
preparations  but  it  is  for  external  use 
only.  The  chemical  is  toxic  and  its 
frequent  use  as  a  mouthwash  has  been 
reported  to  cause  blistering  of  the 
gums  and  oedema.  We  would  not 
recommend  its  use  except  under 
competent  direction  by  your  doctor 
or  dentist."  ■ 

Kent  press  on  into 
grocery  outlets 

G.  B.  Kent  &  Sons  Ltd  have  announced 
plans  to  extend  grocery  distribution 
of  their  brush  ranges.  They  began 
earlier  this  year  with  one  line — the 
new  K2000  toothbrush — introduced 
through  a  merchandising  operation 
conducted  by  Spearhead  Ltd. 

Now  Kent  "wish  to  further  develop 
their  strengths  in  grocery  and  are 
considering  additional  lines."  Since 
September  1  they  have  therefore  been 
servicing  grocery  outlets  direct  via  their 
own  sales  and  merchandising  force. 
Initially  only  toothbrushes  are  involved, 
but  the  company  is  examining  other 
toiletry  items,"  says  a  statement  issued 
last  week.  ■ 
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Chemists'  1979  sales  were 
'lOpc  down'  in  real  terms 


Chemists  in  1979  sold  less  goods  than 
in  any  year  since  1972,  whereas  non- 
food shops  as  a  whole  increased  their 
volume  sales  in  1979  by  nearly  3  per 
cent.  That  is  one  estimation  reached 
by  the  Economist  Intelligence  Unit  in 
the  September  issue  of  Retail  Business. 

Because  no  official  statistics  of 
chemists'  volume  sales  are  issued, 
approximate  estimates  have  to  be  used. 
These  are  based  on  comparisons 
between  value  sales  and  retail  price 
movements  in  the  "medicines,  toiletries, 
surgical  goods  etc"  grouping.  Although 
the  1979  turnover  showed  a  16  per 
cent  increase  from  1978,  with  sales 
in  chemists  and  photographic  shops 
of  about  £1,650  million,  prices  in  this 
grouping  rose  by  26.6  per  cent, 
indicating  a  volume  loss  of  sales  of 
perhaps  10  to  13  per  cent.  However 
this  figure  may  be  lower,  the  report 
says,  because  price  rises  for  other 
goods  sold  by  chemists  were  around 
the  20  per  cent  mark.  But  it  is  likely 
that,  overall  chemists  may  have  sold 
about  10  per  cent  fewer  goods  in  1979 
than  1978. 


New  indices 


A  new  series  of  official  chemists 
and  photographic  shops  sales  indices 
has  recently  been  introduced,  based  on 
the  1976  Retail  inquiry  and  covering 
the  period  from  1976  onwards.  The 
previous  indices  were  based  on  the 
1971  Census  of  Distribution,  and  have 
therefore  been  superseded,  although 
they  are  available  until  the  end  of 
1979  (the  previously  mentioned  sales 
figures  were  from  the  old  indices). 

The  report  notes  that  there  is  a 
considerable  difference  between  the 
two  in  value  terms — turnover  for 
1979  was  £1,650  million  on  the  old 
basis  and  is  given  as  £775m  in  the 
new  index,  both  exclusive  of  NHS 
receipts.  Although  no  official 
explanation  is  given  for  this  difference, 
the  size  of  it  suggests  that  Boots  at 
least  is  now  classified  as  a  mixed  retail 
business,  while  Dixons,  originally  a 
photographic  goods  specialist,  is 
classified  elsewhere. 

Another  point  is  that  independent 
chemists  are  not  broken  out  from  the 
chemist  total  in  the  new  indices. 
Therefore  1979  is  the  last  year  for 
which  a  breakdown  between 
independents,  multiples  and 
Co-operatives  will  be  available. 

The  1979  breakdown  shows  that 
multiples  sales  were  up  by  nearly 
£150m  to  £l,003m.  Independents' 
increased  their  sales  from  about  £80m 
to  £6 10m  in  1979.  Both  multiples  and 


independents  fractionally  increased 
their  shares  in  1979,  with  the 
Co-operatives  losing  their  share  to 
both  of  them.  Independents'  sales  in 
1979  accounted  for  36  per  cent  of  the 
total  outlet  sales. 

As  both  multiples  and  independents 
increased  their  turnover  by  about  16.5 
per  cent  in  1979,  this  means  the 
multiples  did  less  well  than  usual. 
The  1971-79  annual  average  rise  was 
12.3  per  cent  for  the  independents 
and  18.7  per  cent  for  the  multiples, 
showing  that  the  independents  did 
better  than  usual  in  turnover  terms. 

In  advertising  Boots  are  still  by  far 
the  biggest  spender  although  their 
£6. 3m  media  expenditure  in  1979  was 
7  per  cent  less  than  in  1978.  Most  of 
this  drop  was  due  to  the  ITV  strike  in 
the  autumn.  Underwoods  spent  about 
£30,000— less  than  half  of  the  1978 
figure. 

The  report  gives  detailed  figures  on 
product  sales  for  1977  which  show 
that  chemists  accounted  for  52.5  per 
cent  of  drug  and  toiletry  sales,  with 
large  mixed  retail  businesses  taking 
another  40  per  cent  of  the  total.  This 
product  grouping  contributed  84  per 
cent  of  all  chemist  turnover  and  was 
of  only  marginal  importance  in  other 
outlets,  except  for  large  mixed 
businesses  with  food  where  it 
contributed  8  per  cent  of  sales. 

The  sales  figure  forecast  for  1980  is 
£850m  on  the  new  index  basis,  a  10 
per  cent  increase.  1981  is  predicted  as 
another  difficult  year  for  chemists,  as 
for  other  retailers.  The  forecast  is 
of  a  turnover  rise  of  only  7  per  cent 
to  £910m,  but  the  volume  position  is 
likely  to  improve  as  the  year 
progresses.  ■ 

Jam  makers  cleared 
of  label  charges 

The  makers  of  a  "wholefood"  jam 
were  cleared  at  Hendon  court  on 
Monday  of  misleading  the  public, 
and  a  second  summons  alleging  they 
sold  a  jam  which  did  not  comply  with 
regulations  was  also  dismissed. 

Yin-Yang  Ltd,  Cobold  Road, 
Willesden,  who  have  traded  under  the 
name  of  Harmony  Foods  for  the  past 
18  years,  pleaded  not  guilty.  The  court 
heard  that  three  jars  of  the  company's 
mixed  berry  jam  were  bought  at  a 
Brent  Cross  health  food  store  by 
Barnet's  environmental  health  officer, 
Mr  C.  Alloway,  and  submitted  to  the 
public  analyst. 

The  minimum  sugar  content  for 
jam  under  the  food  Standard 


Preservatives  Order  is  65  per  cent  but 
the  Harmony  Foods  jam  contained 
only  32.2  per  cent.  Labels  on  the  jars 
stated  that  the  jam  "contained  no 
sugar"  and  also  that  the  jam  did  not 
comply  with  the  Order. 

Mr  Alloway  said,  "It  is  nonsense 
to  claim  that  an  item  which  contains 
fruit,  and  therefore  fructose,  contains 
no  sugar."  Public  analyst  Mr  Hall  said 
the  label  was  likely  to  mislead  the 
ordinary  person. 

Defence  counsel  Mr  M.  C. 
Greenleaf  said  the  ordinary  person 
would  understand  this  to  mean  that 
there  was  no  ordinary  domestic  sugar 
in  the  product,  not  fructose,  sucrose 
or  glucose. 

Mr  Craig  Sams,  a  director  of  the 
company  said  that  50,000  jars  of  jam 
were  produced  every  month  and  there 
had  never  been  any  complaint.  He  said 
that,  as  a  health  food  company,  their 
products  were  better  received  if  they 
did  not  contain  sugar.  The  prosecution 
claimed  that  the  ordinary  person's 
concept  of  jam  is  something  that  keeps 
but  this  jam  did  not  because  it 
contained  insufficient  sugar. 

Mr  Greenleaf  said,  "This  case  is  a 
prosecution  against  a  product  which 
looks  like  jam,  tastes  like  jam,  smells 
like  jam  and  spreads  like  jam  but  the 
London  Borough  of  Barnet  doesn't 
think  it  is  jam." 

However,  both  summonses  were 
dismissed  and  Mr  Sams  told  the  court 
that  future  labels  would  say  "contains 
fruit  sugars."  ■ 


Pharmacies  up 


For  the  first  time  this  year,  there  has 
been  a  monthly  rise  in  the  number  of 
pharmacies. 

August  corrections  to  the 
Pharmaceutical  Society's  register 
reveal  a  net  gain  of  two — 27 
openings  and  25  closures — bringing 
the  year's  net  loss  to  61 . 

In  England,  23  opened  up,  of 
which  six  were  in  London,  and  22 
closed  down  {four  in  London). 
Three  opened  up  in  Scotland  and  one 
closed  down,  with  one  opening  up 
and  two  closing  down  in  Wales.  The 
corrections  included  several  transfers 
of  premises  for  Boots.  ■ 


Sales  volume  down 


The  volume  of  retail  sales  in  July  was 
99.0  (1976-100)— lower  than  in  June 
and  the  lowest  level  this  year — 
according  to  Department  of  Trade 
statistics. 

In  the  three  months  May  to  July 
sales  were  2  per  cent  lower  than  in 
the  previous  three  months.  During  the 
first  seven  months  of  1980  the  average 
level  of  trade  was  about  |  per  cent 
below  the  average  for  1979. 
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The  Cash  and  Carry  Wholesalers 

Head  Office:  Bushey  Road,  Raynes  Park,  London  SW20  OJJ 

HEALTH-HOMlMtEAlJIY^I 


PRODUCT 

SIZE 

COST 

MR. P. 

R.S.P. 

PR0FIT0N 
RETURN 

Sunsilk  Hairspray 

12  x  standard 

£4.03 

49p 

21.1% 

Sunsilk  Shampoo 

12  x  standard 

£2.82 

JWpr 

35p 

22.7% 

Harpic  (25%  extra  free) 

12  x  small 

£3.05 

Mp 

37p 

20.9% 

Mr.  Sheen  (15%  extra  free) 

12  x  standard 

£4.30 

52p 

20.7% 

Glade  Solid  <5p  off) 

12's 

£3.84 

46p 

inc.  5p  off 

20% 

Flash 

16  x  giant 

£6.47 

57p 

18.4% 

OFFERS  AVAILABLE  FROM  15th  SEPTEMBER  UNTIL  3rd  OCTOBER,  1980 
ALL  OUR  OFFERS  ARE  SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE 


ALDERSHOT 

Tet  AkJershol  (02S2) 

313068/9/0 

AVON  MOUTH 

Tel  Awonmouth<0272) 
825551 

BAfMHAM 

Tel  Vapton  (0243) 

552326 


BRIGHTON 

Tel  Bnghlon  (0273) 

7  79731 


COLCHESTER  EASTLEIGH 

Tel  Colchester  (0206)  Tel  Southampton 

71281  610816/7/8/9 

COWES 

Tel  Co  wee  (0983) 
296511 


LOWESTOFT 

Tel  Lowestoft  (0502) 

65168 


NORWICH 

Tel  Norwich  (0603) 

49029 


PLYMOUTH  READING  STAINES 

Tel  Plymouth  (0752)        Tel:  Reading  (0734)       Ttl  Sttfnt-  (81) 

708111/2/3  585739  52515 


LUTON 

Tel  Luton  (0582) 
583366 


NOTTINGHAM 

Tel  Nottingham  (0602) 

869678/9 


CHRIST  CHURCH  OAGENHAM 
Tel  Chnstchurch(0202)     Tel  01  592  7839 
482071  593  3501 


IPSWICH 

Tel  Ipswich  (0473) 
59059 


PORTSMOUTH  SIDCUP  WALTH AM  ABBEY 

Tel  Portsmouth  (0705)  Tel  01  -302  6237  Tel:  Lea  VeHey  (9) 

63563  715115 
SOUTHEND 

NORTHAMPTON  PETERBOROUGH  RAYNES  PARK  Tel  Southend  (0702)  WATFORD 

Tel  Northampton (0604)     Tel  Peterborough  (0733)     Tel  01  946  9111  526341/2  Tel  Watford (92) 

53012  231941  43903 


We  do  not  compete  with  our  customers  - 
we  neither  own  nor  control  any  retail  shops. 
We  neither  wish  nor  intend  to  serve  members  of  the  general  public. 
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PEOPLE 


TOPICAL  REFLECTIONS 


By  Xrayser 


Mr  Andrew  Egboh  MIPharmM,  FRSH, 

a  'fellow  of  the  Pharmaceutical  Society 
of  Nigeria,  has  'been  installed  with  a 
civic  chlieftancy  title  of  Ehloba  of 
Ekpoma  in  Bendel  State,  Nigeria.  The 
colourful  ceremony  and  traditional 
rites  were  attended  by  some  5,000 
people  from  all  walks  of  life  and  were 
performed  by  the  Onojie  of  Ekpoma, 
His  Highness  Aidenojie  Akhiemien  II 
in  his  palace.  Chief  Egboh  is  a  former 
chairman  of  the  Pharmaceutical  Board 
of  Nigeria  and  acting  chief  pharmac'ist. 
He  is  the  author  of  a  number  of  books 
on  pharmacy  in  Nigeria  and  has  been 
a  familiar  figure  at  meetings  of  the 
British  Pharmaceutical  Conference 
over  recent  years.  ■ 
Mr  Patrick  G.  Flood,  MPS,  Forest 
Hill,  London,  is  to  be  awarded  a 
papal  knighthood,  the  highest  honour 
the  Pope  can  award  to  a  lay  person. 
The  KSG  (Knighthood  of  St  Gregory) 
will  be  conferred  by  the  Archbishop 
of  Southwark  on  October  1  at  Mr 
Flood's  local  church.  Mr  Flood,  now 
retired,  qualified  'in  1931  and  was  a 
member  of  the  Pharmaceutical 
Society's  Council  1961-64.  ■ 


News  in  brief 


■  T.  Cooper  (Harrow)  Ltd  have  won 
the  July  Kodak  award  for  quality. 

■  Chemists  and  appliance  suppliers  in 
Northern  Ireland  in  June  dispensed 
1,020,431  prescriptions  (636,452  forms) 
at  'a  gross  cost  of  £3,340,763  with  an 
average  cost  of  £3.27  each. 

■  Under  a  new  scheme  members  of 
the  Institute  of  Sales  Promotion  may 
now  use  the  statement  "ISP  standard 
rules  apply"  and  need  not  reproduce 
the  rules  on  their  pack.  Any  promoter 
wishing  to  use  this,  however,  must  have 
clearance  from  the  ISP's  secretariat 
before  implementation. 

■  The  total  number  of  prescriptions 
dispensed  by  chemists  and  appliance 
suppliers  in  Scotland  during  March 
was  2,990,000.  The  gross  average  oost 
was  £2.99.  In  April  2,856,000 
prescriptions  were  dispensed  at  a  gross 
average  cost  of  £3.06  and  2,844,000 
prescriptions  (average  cost  £3.19)  were 
dispensed  in  May. 

■  The  Health  and  Safety  Commission 
has  published  a  consultative  document, 
"Proposals  for  Packaging  and 
Labelling  of  Dangerous  Substances 
(Amendment)  Regulations"  (HMSO, 
£1.50).  The  proposals  add  further 
chemicals  to  the  Packaging  and 
Labelling  of  Dangerous  Substances 
Regulations  1978  and  comments  should 
be  sent  to  M.  V.  John,  Health  and 
Safety  Executive  HSD  Al,  25  Chapel 
Street,  London  NW1  5DT.  ■ 


Munch  a  crystal 


How  long  ago  is  it  that  we  were  told 
not  to  sell  Ac  Boric  powder  for  local 
application,  and  that  glycerin  of  borax 
was  not  to  be  used  in  the  mouth?  And 
that  boron  salts  in  general  should  not 
be  used  on  broken  skin  or  on  mucous 
tissue?  So  long  ago  that  I  had  almost 
forgotten  the  existence  of  Ung  Acid 
Boric. 

But  yesterday  an  eager  young 
executive  bounced  into  the  shop 
demanding  two  ounces  of  sodium 
perborate — as  available  "from  any 
chemist".  I  had  to  tell  him  that  as  I 
wasn't  "any  chemist",  I  didn't  have 
any,  but  asked,  in  passing,  what  he 
wanted  it  for."  "Oh,"  he  said,  "I've 
got  to  chew  a  teaspoonful  of  crystals 
every  day  for  two  minutes  to  clean 
my  teeth." 

I  tried  not  to  laugh,  but  I 
remembered  this  product  from  the  days 
when  my  boss  used  to  make  his  own 
(infamous)  toothpowder  which  had 
lashings  of  it.  And  I  remember  the 
problems  it  caused — swollen  gums  and 
ulcers — and  this  when  diluted  one  in 
four  with  grit.  The  BPC  even  had  a 
warning  about  its  use.  "Sodium 
perborate  readily  releases  oxygen  in 
contact  with  oxidisable  matter.  .  .  . 
Mixed  with  two  to  four  parts  of 
calcium  carbonate  it  has  been  employed 
as  a  dentifrice,  but  frequent  use  may 
cause  blistering  and  oedema." 


Words  of  wisdom? 


I  am  surprised,  to  say  the  least,  to 
find  that  the  advice  had  come  via 
the  Sunday  Times,  apparently  on  the 
authority  of  Mr  Gordon  Williams,  a 
former  chairman  of  the  British  Dental 
Association's  dental  health  committee. 
Surely  there  has  been  a  mistake? 
Then  too  there  is  an  odd  statement 
about  loss  of  supporting  bone  in  the 
jaw  leading  to  loss  of  teeth.  .  .  .  I 
think  it  is  an  odd  statement,  for  are 
they  saying  that  cleaning  your  teeth 
with  a  toothbrush  caused  bone  loss? 
Odder  and  odder.  (See  also  p381.) 

Years  ago  we  were  told  not  to 
brush  our  teeth  sideways  but  up  from 
the  bottom  and  down  from  the  top, 
to  stop  the  gums  being  pushed  back 
from  the  teeth.  For  30  years  we  were 
exhorted  to  use  an  inch  of  toothpast 
on  the  brush  "for  confidence  and 
cleanliness"  (I  soon  gave  that  up  as  it 
filled  my  mouth  with  a  thick  froth). 
A  year  ago  we  were  told  it  didn't 
make  any  difference  how  you  brushed 


so  long  as  you  brushed  to  keep  the 
gums  healthy  and  that  soft  nylon 
was  as  good  or  better  than  bristle. 

Today  we  are  told  not  to  brush  but 
to  wipe  with  a  soft  rag  and  to  chew 
crystals.  And  tomorrow?  1  can't  wait! 


Follow  the  leader 


"Chemists  continue  to  lose  out  on 
toiletry  sales."  "Cosmetic  sales  lost." 
So  the  headlines  read  and  I  am  left 
wondering,  as  I  am  supposed  to  no 
doubt,  as  lo  how  this  loss  could  have 
happened. 

For  the  past  ten  years  we  have 
been  sorting  out  the  recalcitrant 
unco-operative  manufacturers  who, 
in  following  their  traditional  patterns 
of  high-class  full-range  stock-holdings, 
lumbered  us  with  vast  amounts  of 
subsidiary  stock  which  never  sold  (or 
hardly  ever)  but  were  obligatory  if  we 
wanted  to  have  "The  Name"  in  the 
shop  and  the  sales  of  the  few  really 
worthwhile  pickings.  With  people  like 
Revlon,  the  maker's  sales  were  always 
good,  for  even  if  the  public  never 
bought,  the  retailer  always  had  to. 

I  now  have  only  three  agencies  (if 
you  count  Vichy,  four)  but  of  these 
practically  every  item  sells  regularly 
and  profitably.  Stock-holding  in  real 
terms  is  about  a  third  that  of  ten 
years  ago  while  sales,  lamentably,  in 
units  are  only  slightly  higher — not  too 
surprising  in  a  fully-developed  suburb. 
I  still  have  sufficient  staff  problems  to 
make  me  surprised  that  the  specialist 
sales  have  held  up  so  well,  a  fact  which 
perhaps  explains  the  success  other 
outlets  are  achieving  where 
manufacturers  are  marketing  products 
which  do  not  need  the  kind  of  advice 
we  give,  and  can  thus  be  sold  in  any 
old  shop. 

It's  very  much  a  changing  world  in 
which,  to  survive,  we  must  listen  to  the 
reps,  take  their  promotions  and  make 
efforts  to  sell.  Any  private  chemist  who 
doesn't  occasionally  look  in  at  the  local 
Boots  to  see  how  and  what  they  are 
displaying  either  knows  it  all,  or 
wants  to  go  out  of  business. 
Manufacturers,  not  being  benevolent 
societies,  want  their  products  in  heavy 
traffic  sites,  which  should  make  us 
think  about  how  we  are  going  to 
maintain  or  improve  the  numbers  of 
customers  seeing  the  items  we  sell. 
If  we  want  to  keep  what  business  we 
have — and  far  more  important,  make 
sure  that  makers  see  us  as  a  worthwhile 
long-term  style  of  retail  distributor — we 
have  to  be  seen  to  be  valuable  now.  ■ 
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PRESCRIPTION  SPECIALITIES 


Broad-spectrum 
penicillin 

Ayerst  Laboratories  are  introducing 
Calt'hor  (ciclacillin) — a  semi-synthetic 
penicillin  with  a  similar  spectrum  of 
activity  to  ampicillin. 

Calthor  is  rapidly  absorbed  from 
the  gastro-intes'tinal  tract,  producing 
peak  serum  levels  within  30-40 
minutes.  This  speed  of  absorption,  as 
well  as  giving  the  high  serum  levels 
associated  with  a  good  clinical 
response,  virtually  eliminates 
antibiotic  residue  in  the  gut.  This 
reduces  the  incidence  of  diarrhoea  to 
half  of  that  observed  with  ampicillin. 

Calthor  tablets 

Manufacturer  Ayerst  Laboratories 
Ltd,  Invincible  Road,  Farnborough, 
Hants  GL14  7QH. 
Description  White,  round,  flat  tablets 
scored  on  both  sides,  containing 
ciclacillin  250mg  or  500mg.  The 
250mg  tablets  are  10mm  in 
diameter  and  4.4mm  thick.  The 
500mg  tablets  are  13mm  in  diameter 
and  5mm  thick.  Granular  off-white 
powder  which,  when  reconstituted 
with  57ml  water,  forms  a  pale  yellow, 
homogenous  suspension  containing 
125mg  ciclacillin  per  5ml.  Granular 
off-white  powder  which,  when 
reconstituted  with  74ml  water,  forms 
an  off-white  homogenous  suspension 
■containing  250mg  ciclacillin  per  5ml. 
Indications  Orally  active  broad 
spectrum  penicillin  for  the  treatment 
of  a  wide  range  of  bacterial  infections 
caused  by  commonly  occurring 
pathogens. 

Dosage  Normal  adult  dose  is  250mg 


four  times  a  day.  The  dosage  should 
be  doubled  in  severe  and  chronic 
infections.  For  urinary  tract  infections 
the  dosage  is  500mg  four  times  a  day. 
Children  aged  two  months  to  ten 
years  should  take  half  the  adult  dose. 
Calthor  should  not  be  used  in  children 
under  two  months. 

In  infections  caused  by  Group  A 
beta-haemolytic  streptococci,  a 
minimum  of  10  days  treatment  is 
recommended  to  guard  against  the 
risk  of  rheumatic  fever  or 
glomerulonephritis. 

In  'the  treatment  of  chronic  urinary 
tract  infection  frequent  bacteriological 
and  clinical  appraisal  is  necessary 
during  therapy  and  may  be  required 
for  several  months  afterwards. 
Persistent  infection  may  require 
treatment  for  several  weeks. 
Contraindications  History  of 
hypersensitivity  to  penicillin. 
Precautions  Should  not  be 
administered  during  pregnancy 
unless  considered  essential  and 
caution  should  be  exercised  when 
administered  to  a  nursing  mother. 
Side  effects  Diarrhoea,  nausea, 
vomiting  and  skin  reactions  have 
occasionally  been  observed.  Penicillins 
may  cause  an  acute  anaphylactic 
reaction  which  can  be  fatal.  This 
reaction  appears  to  occur  more 
frequently  in  patients  with  bronchial 
asthma  or  other  allergic  disorders. 
Pharmaceutical  precautions  After 
reconstitution  the  suspension  should 
be  stored  in  a  refrigerator  and  the 
unused  portion  discarded  after  14 
days.  When  stored  at  room 
temperature  discard  unused  portion 
after  eight  days. 
Packs  Cartons  of  120  tablets  in 
blister  packs  of  12.  (250mg,  £15.05; 
500mg,  £30.10,  trade).  Bottles 
containing  powders  to  give  120ml 
reconstituted  suspension.  (125mg/5ml, 


£2.12;  250mg/5ml,  £3.58,  trade). 
Supply  restrictions  Prescription  only 
Issued  September  1980  ■ 

Syraprim  injection 

Manufacturer  Wellcome  Medical 
Division,  Wellcome  Foundation  Ltd, 
Crewe,  Cheshire 

Description  Sterile,  colourless,  aqueous 
solution  with  a  pH  of  4.0,  containing 
the  equivalent  of  lOOmg  trimethoprim 
base  in  5ml  of  water 
Indications  Treatment  of  bacterial 
infections  due  to  sensitive  organisms, 
in  particular  for  Gram-negatlive 
infections 

Dosage  Treatment — Adults  and  children 
over  12  years — 150-250mg  every  12 
hours.  Children  under  12  years — total 
daily  dose  approximate  to  6-9mg/'kg 
divided  into  either  two  or  three  equal 
doses  and  administered  either  12 
hourly  or  eight  hourly.  The  severely 
ill  child  may  require  initially  higher 
or  more  frequent  doses  as  may  a  child 
considerably  in  excess  of  the  average 
weight  for  his/her  height 
Administration  is  by  direct  slow 
intravenous  injection  or  via  the  tubing 
(close  to  the  vein)  of  an  established 
intravenous  infusion.  For  compatibility 
with  infusion  fluids  see  data  sheet 
Contraindications,  precautions  As  for 
Syraprim  tablets 

Side  effects  As  for  Syraprim  tablets. 
Nausea  due  to  too  rapid  injection  may 
occur  and  if  so  the  time  over  which 
the  injection  is  given  should  be 
prolonged  * 
Pharmaceutical  precautions  The 
injection  is  incompatible  with  solutions 
of  sulphonamides 

Packs  5ml  ampoules  in  boxes  of  ten 
(£7.24  trade) 

Supply  restrictions  Prescription  only 
Issued  September  1980  ■ 


f  vou  can  t  get  it  together... 


UNIPLAN  DISPENSARY  FIT- 
TINGS, a  unique  company  formed  to 
solely  produce  specialized  fittings  for  the 
modern  pharmacy. 

All  our  units  are  backed,  covering  all 
unsightly  walls,  and  are  manufactured  in 
hygienic,  easy  to  clean  melamine.  All  have 
a  unique  easy  1"  adjustment,  so  that  no 
space  is  wasted,  and  fit  together  to  form  a 
purpose  made  dispensary 


Write  or  phone  us  for  our  free  brochure 
or  tell  our  experts  your  particular  prob- 
lems, we  know  we  can  help. 


Dispensary  Benches 
Tablet  Storage  Units 
Over  Bench  Shelves 


...UniplanCflfl! 


I 


UNIPLAN  DISPENSARY  FITTINGS.  42/45  NEW  BROAD  STREET.  LONDON,  EC2M  1QY.   TELEPHONE:  (01)  628  0898 
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PRESCRIPTION  SPECIALITIES 


Trisequens  tablets 

Manufacturer  Organon  Laboratories 
Ltd,  Crown  House,  Morden,  Surrey 
Description  Calendar  dial  pack  of  28 
sequential  tablets  containing  12  blue 
tablets  marked  "NOVO  270"  on  one 
side,  each  containing  oestradiol  2mg 
and  oestriol  lmg;  10  white  tablets 
marked  "NOVO  271"  on  one  side, 
each  containing  oestradiol  2mg,  oestriol 
lmg  and  norethisterone  acetate  BP 
lmg.  6  red  tablets  marked  "NOVO 
272"  on  one  side,  each  containing 
oestradiol  lmg  and  oestriol  0.5mg. 
The  tablets  are  biconvex  and  6mm 
in  diameter 

Uses  Treatment  of  symptoms  due  to 
oestrogen  deficiency 
Dosage  One  tablet  daily  without 
interruption.  Regular  Withdrawal 
bleeding  will  become  established, 
usually  during  the  administration  of 
the  low-oestrogen  tablets,  or  possibly 
during  the  last  phase  of  the  white 
tablets.  In  menstruating  women  the 
first  tablet  should  be  taken  on  the  fifth 
day  of  bleeding.  Patients  with  meno- 
metrorrhagia  should  be  curettaged  and 
the  first  tablet  taken  on  the  fifth  day 
afterwards.  Patients  with 
oligomenorrhoea  may  start  therapy 
on  the  fifth  day  of  bleeding  or  in 
cases  of  very  long  intervals  between 
bleeding,  therapy  may  commence  at 
any  time.  Other  patients  may  start  at 
any  time.  Treatment  may  be  stopped 
at  approximately  six  to  twelve  month 
intervals  to  establish  whether 
continued  therapy  is  still  required 
Contraindications  Known  or  suspected 
mammary  or  genital  carcinoma  or 
oestrogen-dependent  tumours, 
thrombophlebitis,  thromboembolic 
disorders  or  history  of  these 
conditions.  Undiagnosed  irregular 


vaginal  bleeding,  acute  or  chronic 
liver  disease  or  history  of  liver  disease 
where  the  liver  function  tests  have 
failed  to  return  to  normal.  Jaundice 
or  history  of  jaundice  in  pregnancy. 
Rotor  syndrome  or  Dubin-Johnson 
syndrome.  Haemoglobinopathies  or 
sickle-cell  anaemia,  porphyria, 
hyperlipoproteinaemia  especially  in  the 
presence  of  Other  risk  factors  indicating 
a  predisposition  to  cardiovascular  or 
cerebrovascular  disorder.  Existing 
cerebrovascular  or  cardiovascular 
disease,  pregnancy  or  suspected 
pregnancy,  a  history  during  pregnancy 
of  severe  pruritus,  herpes  gestationis 
or  a  deterioration  of  otosclerosis 
Precautions  Indications  for 
immediate  withdrawal  of  therapy  are 
thrombophlebitis,  thromboembolic 
disorders,  jaundice,  migraine-like 
headaches,  sudden  visual  disturbances 
or  significant  increased  blood  pressure. 
It  is  also  advisable  to  withdraw 
treatment  six  weeks  before  elective 
surgery  and  during  prolonged  periods 
of  immobilisation.  Patients  with 
epilepsy,  migraine,  diabetes,  asthma 
or  cardiac  dysfunction  should  be 
carefully  controlled  as  oestrogens 
may  worsen  these  conditions.  If 
abnormal  irregular  bleeding  occurs 
during  therapy,  diagnostic  aspiration 
biopsy  or  curettage  should  be 
performed  to  rule  out  the  possibility 
of  uterine  malignancy.  Pre-existing 
uterine  fibromyomata  may  increase 
in  size  under  the  influence  of 
oestrogens  and  if  this  is  observed 
administration  should  be 
discontinued.  A  decreased  glucose 
tolerance  may  occur  in  diabetic 
patients  and  their  control  must  be 
carefully  supervised.  Trisequens  has 
no  contraceptive  effect.  The  results  of 
recent  studies  in  human  beings  suggest 
that  there  is  a  small  but  statistically 
increased  incidence  of  endometrial 


carcinoma  and  of  mammary  carcinoma 
in  women  who  have  been  receiving 
oestrogens  in  high  daily  dosage  over 
a  prolonged  period 
Side  effects  Nausea  occurs  rarely  and 
oedema  is  infrequent.  Breast 
tenderness  or  bleeding  irregularities 
may  occur  especially  during  the  first 
few  months  of  treatment.  Changes 
in  weight  may  be  seen.  Blood  pressure 
remains  unchanged  or  shows  a  slight 
decrease  during  therapy 
Packs  Calendar  dial  pack  of  28  tablets 
(£3.00  trade) 

Supply  Restriction  Prescription  only 
Issued  September  1980.  ■ 


Micronor  packs 

Ortho  Pharmaceutical  are  changing  the 
pack  design  for  Micronor  oral 
contraceptive  tablets  and  introducing 
a  "two  pack". 

The  packs  have  a  white  background 
with  a  green  diagonal  stripe  across 
which  contains  the  name  of  the 
product  on  the  front  and  the 
instructions  for  use  on  the  reverse.  The 
"two  pack"  contains  2  X  42  tablets 
(£1.46  trade)  and  is  identified  by  a  figure 
"2"  in  the  top  right-hand  corner.  The 
price  of  the  single  pack  (£0.73  trade) 
is  unaltered.  Ortho  Pharmaceutical  Ltd, 
PO  Box  49,  High  Wycombe,  Bucks  ■ 


Urispas  pack  change 

Urispas  tablet  packs,  which  are  at 
present  screwtop  aluminium  cans,  are 
being  replaced  by  Securitainers.  These 
will  be  phased  in  as  existing  stocks 
become  exhausted  and  prices  are 
unchanged.  Syntex  Pharmaceuticals 
Ltd,  Maidenhead,  Berks  ■ 

continued  overleaf 


it  pays  to  be 


Little  teeth  need  care  and  protection.  The  care  and 
protection  that  only  Dentinox  fluoride  toothpaste  can 
give.  Gentle,  fruit  flavoured  Dentinox  contains  no  harsh 
abrasives  or  sugar,  and  its  so  mild  it  can  be  swallowed 
with  safety.  A  message  that  mothers  everywhere 
will  be  reading  in  advertisements  in  the  Mother  press. 


RECOMMEND  DENTINOX  FLUORIDE  TOOTHPASTE 


Dendron  Ltd., 
94  Rickmansworth 
Road,  Watford,  Herts 
WD1  7JJ.  Tel  (0923)  29251. 

TO  CARE  FOR  THOSE  DELICATE  MILK  TEETH. 
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COUNTERPOINTS 


Dimotapp  OTC  boost 
with  new  packaging 


A.  H.  Robins  are  introducing  an  OTC 
pack  of  Dimotapp  elixir  and  an 
additional  OTC  pack  of  Dimotapp  LA 
tablets.  The  elixir  is  in  100ml  bottles 
and  the  tablets  are  in  12's  (both  £1.17). 
The  6-tablet  pack  of  Dimotapp  LA  will 
still  be  available. 

Packaging  is  in  outers  of  12  for  the 
bottles  and  outers  of  24  for  the  tablets, 


as  well  as  single  packs  of  both. 
Discount  prices  will  be  given  on  orders 
placed  during  September  and  October. 
Robins  representatives  will  give  full 
details  and  place  transfer  orders  with 
a  wholesaler  of  choice.  A.  H.  Robins 
Co  Ltd,  Redkiln  Way,  Horsham,  West 
Sussex  RH13  5QP.  ■ 


Relaunch  for 
Sister  Lauras 

Sister  Lauras  food  for  babies  is  being 
re-launched  .this  month  after  being 
unchanged  since  1911.  Leslie  Inglis, 
general  manager,  says :  "We've 
re-formulated  to  exclude  wheat  gluten 


and  we've  also  re-designed  our 
packaging  to  create  much  stronger 
branding." 

Colour  advertising  in  baby 
magazines  begins  in  September,  and 
the  company  are  launching  two  more 
infant  foods  in  the  next  month.  Radiol 
Chemicals  Ltd,  Witham,  Essex.  ■ 


Sweetex  sizes 


Sweetex  are  now  available  in  pack 
sizes  of  1,200.  Crookes  Anestan  Ltd, 
PO  Box  94,  1  Thane  Road  West, 
Nottingham  NG2  3'AA.  ■ 


PRESCRIPTION 
SPECIALITIES 


Continued  from  overleaf 

Dyestuffs  removed 
from  Integrin 

Sterling  Research  Laboratories  have 
removed  the  dyestuffs  from  the 
formulations  of  Integrin  tablets  and 
capsules.  The  tablets  are  changed 
from  buff  to  white  and  the  capsules 
from  grey /green  to  white  opaque. 
Existing  product  markings  are  retained 
and  there  are  no  other  changes  to  the 
formulae.  Sterling  Research 
Laboratories,  St  Marks  Hill, 
Surbiton,  Surrey  KT6  4PH.  • 
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Cordilox  addition 

Abbott  Laboratories  are  introducing 
a  120g  strength  of  Cordilox  tablets 
(100,  £12.90  trade)  in  addition  to  the 
40mg  and  80mg  strengths.  Abbott 
Laboratories  Ltd,  Queenborough, 
Kent  ME] J  5EL.  ■ 

Aldactide  25  sizes 

The  40-tablet  bottle  of  Aldactide  25 
is  being  discontinued.  Packs  of  100  and 
500  tablets  will  still  be  available. 
Searle  Pharmaceuticals,  Whallon 
Road,  Morpeth,  Northumberland.  ■ 

Donnagel  stocks 

Donnagel  with  neomycin  will  be 
discontinued  when  the  existing  stock 
is  exhausted.  A.  H.  Robins  Co.  Ltd, 
Redkiln  Way,  Horsham,  West  Sussex 
RH13  5QP. 


ON  TV 
NEXT  WEEK 

Ln    London      WW  Wales  &  West     We  Westward 


M  Midlands  So  South 

Lc  Lanes       NE  North-east 

Y  Yorkshire  A  Anglia 

Sc  Scotland    U  Ulster 


B  Border 

G  Grampian 

E  Eireann 

CI  Channel  Is 


Alka  Seltzer:  All  area3 

All  Clear:  All  areas 

Anadin:  All  areas 

Aspro  Clear:  A 

Clairelle:  M 
Clearasil  Clearguard  lotion: 

Ln,  M,  Lc,  Y,  So,  NE 

Crest  Toothpaste:  Y,  A 

Fiesta  towels:  All  areas 
Head  &  Shoulders:  Ln,  M,  Y,  A,  U,  CI 

Oil  of  Ulay:  All  except  E 

Sine-off:  Ln 

Sucron:  Ln,  A,  Lc 

Thick  Parazone:  All  areas 

Vitapointe:  All  areas 

Zest:  M,  Lc,  Sc 
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Royal's  new 
Business  Risk  Combined 

can  save  voj 


Royal's  new  Business 
^isks  Combined  Policy  is 
esigned  to  take  care  of 
host  aspects  of  your 
business  insurances  in  one 
pocument. 

You  pay  only  one 
premium— by  easy 
payments  if  you  wish- 
here  is  only  one  renewal 
ate,  and  you  deal  with  just 
ne  Insurer.  Apart  from  the 


obvious  advantages  of 
speed  and  convenience,  you 
may  also  find  you  are 
eligible  for  special  premium 
discounts. 

So  open  up  your 
document  file,  count  how 
many  different  pieces  of 
paper  go  to  make  up  your 
business  insurance  and  see 
how  Royal's  new 
development  can  help  you. 


Speak  to  your  broker  or 
local  Royal  Office  now  and 
simplify  one  area  of  your 
business  life. 


gfa  Royal 
Insurance 

looks  after  you.  Fast. 

Royal  Insurance,  New  Hall  Place,  Liverpool  L6P  3EN 


WILL  YOU  WIN 
3&5000F  SUNBRELLA 
THIS  MONTH? 


Jackel  are  givingyou  the  chance  to  win  a  profitable 
start  to  1981,  with  Sunbrella,  the  only  sunglass  brand 
tailored  for  you,  the  Independent  Chemist.' 
Here's  how 

On  his  next  visit  your  Jackel 
representative  will  give  you  your 
Sunbrella  '81  Card.  Keep  it  safe. 
It  could  be  worth  £500  or  £50 
or  &25.  On  his  following  visit  he'll 
reveal  the  hidden  letter  printed 
on  the  card  with  his  special  pen. 

If  it's  an  ^you've  won  £500 
of  Sunbrella  1981  stock.  If  it's  a  'B', 
£50*  or  a 'C  £25* 

So  remember,  don't  order  your 
sunglasses  before  October. 

You  may  have  them  free. 
Sunbrella  '81 .  The  only  sun- 
glass brand  tailored  for  independent 
chemists. 

Jackel  International  (UK)  Limited, 
Blyth,NE24  4RG. 
"telephone  Blyth  (06706)  66771. 

Atns.p. 


••• 


™  Look  at  him  now.  Isn't  he  beautiful? 
Yet  five  minutes  ago  I  could  have  quite  happily 
throttled  him.  Why  oh  why  does  teething  pain 
always  seem  to  strike  at  three  in  the  morning? 

Thankgoodness  the  chemist  recommended 
Dentinox.  It's  specially  formulated  for  babies 
apparently.  Anyway,  it  certainly  works  a  treat 
All  it  took  was  a  gende  rub  on  the  trouble  spot, 
a  quick  cuddle  and  he  was  away  again  as  soon 
as  he  hit  the  pillow.  Thanks  a  lot  Dentinox. 
From  now  on  it'll  be  a  good  night  for  me. . . 


and  ifs  a  good  night 

from  him9 


Dentinox  gel  or  liquid,  i 

Tried  and  trusted  for  babies'  teetfaing  pain,  from  chemists  only 

mem 


DENTINOX 
teething  gel 
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COUNTERPOINTS 


Polaroid's  promotional 
package  for  Christmas 


Polaroid  are  launching  a  "multi- 
million-pound"  package  of  Christmas 
advertising,  promotions  and  low, 
dealer  prices  in  all  sectors  of  the 
instant  picture  market. 

Trade  prices  have  'been  reduced 
on  the  'Ml 000  ('bringing  it  to  its 
lowest-ever  Christmas  price),  the 
Polasonic  1  and  4000  cameras,  and  the 
Polatronic  5  flashgun  (when  'bought 
with  the  model  5000).  Consumer  cash 
refunds  are  also  increased. 

For  consumers  there  will  (be  the 
offer  of  a  £12  cash-back  bonus  on  the 
SX-70  Polasonic,  £8  on  the  non- 
folding  Polasonic  Autofocus  models 
and  £4  on  the  model  1000. 

Last  year,  the  company  says,  this 
activity  was  proven  by  the  sell-out 
success  of  Polaroid  products  at 
Christmas  when  other  areas  of  the 
retail  and  photographic  trade  were 
experiencing  ,a  fall  in  consumer 
spending.  Similarly,  summer  sales  of 
Polaroid  products  were  kept  moving 
'by  the  £2  and  £5  refund  on  cameras. 

For  the  Christmas  bonus 
promotion  in  1980  the  refunds  have 
been  increased  on  a  three-tier  scale 
and  are  being  supported  by  a  new 
television  commercial  and  national 
Press  advertising.  Polaroid  have 
produced  three  advertisements  for 
local  Press  and  four  radio 
commercials  and  they  are  offering  to 
credit  dealers'  accounts  with  75  per 
cent  of  the  cost  of  any  local 
newspaper  or  radio  advertisements. 

To  identify  dealers  with  the 
Polaroid  television  and  Press 
advertising  there  is  a  selection  of 
window  display  material  and  a  banner 


plus  POS  camera  displays,  Christmas 
bonus  stickers,  vouchers  and  dispensers 
for  inside  the  shop. 

Polaroid's  special  price  offers  on 
SX-70  film  and  discounts  on 
accessories  mean  that  the  price  of  a 
single  and  standard  twinpack  SX-70 
film  will  be  reduced  for  one  order 
only  when  dealers  order  cameras 
under  the  Christmas  programme.  The 
"free  flashbar"  offer  with  SX-70 
twinpack  will  be  continued,  in  a 
redesigned  packet  which  includes  the 
free  flashbar,  at  the  normal  twinpack 
price.  Polaroid  stockists  buying  under 
the  Christmas  programme  will  also  be 
offered  a  10  per  cent  discount  on  a 
selection  of  accessories  which  includes 
the  range  of  Polatronic  flashguns, 
albums,  cases  'and  accessory  kits. 

Dealers  will  also  be  offered  an 
allowance  of  one  pack  of  SX-70  film 
per  10  cameras  ordered.  Polaroid 
representatives  will  be  calling  on 
stockists  from  September — to  take 
orders  under  the  Christmas 
programme  and  to  explain  in  detail  the 
promotions  and  offers  open  to 
dealers.  Polaroid  (UK)  Ltd,  Ashley 
Road,  St.  Albans,  Herts.  ■ 


Christy's  deny  they 
shot  J.R.  but  .  .  . 

Thomas  Christy  are  to  introduce  a 
range  of  men's  toiletries  known  as  JR. 
after  the  notorious  "Dallas"  character. 

Described  as  a  small  range  with 
competitive  prices  it  comprises 
aftershave  (75ml,  £2.85;  125ml,  £3.95), 
cologne  (75ml,  £3.95),  soap  (150g, 
£1.75)  and  talc  (lOOg,  £1.75). 

A  merchandiser  holding  an 
assortment  of  the  products  will  be 
available  with  a  flat-bottomed  base 
giving  the  retailer  freedom  of  display. 

A  tester  and  backer  card  are 
available  with  the  caption  "The  closer 
you  get  the  nicer  I  am"  as  is  a  window 
showcard  saying  "JR.  is  here". 

Packaging  comprises  square,  chunky 
glass  bottles  with  black  caps  and  silver 
cartons,  both  carrying  imitation 
polished  leather  labels,  A  sales  force 
is  due  to  go  on  the  road  in  the  next 
eight  weeks.  Thomas  Christy  Ltd, 
North  Lane,  Aldershot,  Hants.  ■ 


Unichem  offers 


From  September  15-30  Unichem  are 
offering  their  members  34  household 
products  at  discounts.  The  products  on 
offer  are:  Angiers  junior  aspirin, 
Aspro  regular  and  clear,  Astral  cream, 
Belle  Colour,  Belle  Blonde,  Brut  33 
after  shave,  Beecham  powder  &  hot 
lemon,  Classic  men's  toiletries, 
Chapstick,  Carefree,  Dextrosol,  Day 
Nurse,  Elseve  rinse,  Elastoplast  airstrip, 
Feminax,  Fancy  Free,  Farleys  rusks, 
Harmony  colour,  Ingrams  lather, 
Johnson's  baby  powder,  Libresse 
Pennywise,  Milgard,  Mum  rollette, 
Milupa  infant  foods,  Milumil  milk, 
Night  Nurse,  Odor-eaters,  Potters 
catarrh  pastilles,  Pharmaton  capsules, 
SR  toothpaste,  Steradent  tablets, 
Vykmin  vitamin  capsules  and  Wernets 
and  Super  Wernets.  Unichem  Ltd, 
Crown  House,  Morden,  Surrey.  ■ 


Nebuliser  pump 

Cammed  Ltd  have  designed  an  air 
pump  to  operate  nebulisers.  The 
pump  can  be  used  in  conjunction 
with  a  face  mrask  to  administer 
products  such  as  Ventolin  or  Intal  to 
young  children  (£57.50  trade,  £86.25 
retail).  It  is  not  available  on  form 
FP1 0.  Carrimed  Ltd,  Curtis  Road 
Industrial  Estate,  Dorking  RH4  ID?  ■ 


Vapona  success 


Vapona  claim  that  in  the  April-May 
period  their  volume  sales  in  the  slow 
release  sector  of  insecticides  market 
increased  by  36  per  cent  in  a  market 
which  they  estimate  has  increased 
by  15  per  cent  on  the  same  period 
last  year. 

In  sterling  terms  Vapona  estimate 
that  the  slow  release  market  has 
expanded  by  27  per  cent  with  small 
strips  gaining  a  volume  increase  of 
34  per  cent  and  a  sterling  value 
increase  of  46  per  cent.  Vapona 
themselves  claim  a  volume  increase 


of  17  per  cent  for  large  strips  and  63 
per  cent  for  small  strips. 

Vapona  product  manager  Steve 
Eaton  says :  "We  are  extremely  pleased 
with  the  8.4  per  cent  brand  share 
increase  for  Vapona  (taking  it  to 
nearly  55  per  cent)  and  the  fact  that 
the  brand  achieved  a  50  per  cent 
increase  in  retailer  stocks  despite  a 
general  trend  in  all  sectors  of  the 
trade  to  cut  back  on  stock  holdings". 

Vapona  estimate  that  chemists 
account  for  about  one-third  of  the  £10 
million  insecticide  market. 
Distributors:  Smith  &  Nephew  Ltd, 
Welwyn  Garden  City,  Herts.  ■ 
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COUNTERPOINTS 


Philishave  campaign  heads 
for  a  Christmas  climax 


Philips  Small  Appliances  are  backing 
the  Philishave  range  with  a  £1  million 
campaign  up  to  Christmas.  The 
campaign  starts  on  September  29  with 
a  30-second  television  commercial, 
which  shows  the  Philishave  rotary 
action. 

Television  advertising  runs  until 


December  20  and  will  be  echoed  by 
a  national  press  campaign. 
Advertisements  will  appear  in  national 
daily  newspapers  from  October  27 
until  December  20. 

The  promotion,  which  began  in 
July,  where  Philishave  buyers  receive 
a  free  pair  of  reflective  or  smoke- 


We  would  like  to  introduce  our  new  baby    Introductory  Packs  contain  up  to  4 


-the  small  Introductory  Pack  of  Milupa 
Infant  Foods. 

Our  new  baby  is  specially  designed  to 
give  your  customer's  baby  an  ideal  way 
of  trying  out  the  delicious  varieties  of 
Milupa  Infant  Foods  before  mum  buys  a 
larger,  standard  pack.  The  new  40  gram 


servings.  They're  available  in  most  of  the 
Milupa  varieties  from  your  local 
wholesaler. 

Ask  your  Milupa  representative  now,  or 
contact  us  for  details  of  these  new 
packs. 


milium 


Sales  Dept.  GDI,  Western  House,  Hercies  Road.  Hillingdon,  Middlesex  UB10  9NA. 


tinted  sunglasses,  will  continue  until 
the  end  of  November.  POS  material 
for  it  is  designed  to  reflect  the 
television  campaign.  Philips  say  this  is 
the  biggest  promotion  in  the  history 
of  Philishave  and  reflects  their 
confidence  that  the  range  will  continue 
as  brand  leader  in  the  electric  shaver 
market.  Philips  Electrical  Ltd,  Milliard 
Mitcham,  New  Road,  Mitcham, 
Surrey.  ■ 


Agree  on  TV 

Agree  creme  rinse  and  conditioner, 
has  a  new  television  commercial  based 
on  the  theme  "Dancing  hair  is  the 
sign  of  Agree." 

The  commercial  uses  a  jingle  with 
a  lively  dance  rhythm,  and  shows  a 
confident  girl  moving  through  the 
streets  and  the  park,  and  attracting 
admiration  with  her  "dancing  hair", 
Johnson  Wax  found  that  this  phrase 
best  represented  benefits  to  consumers 
whatever  their  hair  type,  and  the 
commercial,  they  say,  emphasises  that 
Agree's  99  per  cent  oil  free  formula 
enables  hair  "to  keep  on  dancing". 

The  television  campaign  will  run 
nationally  throughout  September  and 
a  Press  campaign,  featuring  the  new 
protein  variant  for  Agree  will  run 
until  December.  Advertisements  will 
appear  in  Cosmopolitan,  Company, 
Over  21,  Look  Now  and  19  as  part 
of  Agree's  advertising  budget  for  1980. 
Johnson  Wax  Ltd,  Personal  Care  $ 
Division,  Frimley  Green,  Camberley, 
Surrey.  ■ 


Further  promotions 
from  J& J 

From  October,  whilst  stocks  last, 
Carefree  Panty  Shields  will  be  available 
in  flashed  packs  of  10  with  two  extra 
free.  Shelf  barkers  will  be  available 
for  POS  display,  Carefree  Panty 
Shields  will  now  be  available  in  outers 
of  24. 

Johnson  &  Johnson  are  also 
currently  offering  a  "Bonus  for 
beauty"  promotion;  in  which 
consumers  are  able  to  buy  Johnson's 
baby  oil,  lotion  and  cream  with  extra 
contents — 33  per  cent  extra  on  205ml 
of  baby  lotion,  50  per  cent  on  135ml 
baby  oil  and  25  per  cent  on  a  45g 
baby  cream.  Special  counter  units  are 
available  to  hold  one  dozen  of  each 
product.  Johnson  &  Johnson  Ltd,  260 
Bath  Road,  Slough,  Berks.  ■ 
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SPECIAL  OFFERS  PERIOD  10.      15th  September-10th  October  1980 


'PLEASE  NOTE' 

We  will  open 
Sunday  mornings  from 
31st  AUGUST 
until  further  notice 
Hours  of  business 
8. 30am-1 2.30pm 
Last  customer  admitted  11.45am 
Many  Xmas  lines 
already  in  stock  at 
special  prices 


KLEENEX 
MENS 


7-80 


'ORGANICS' 


150ml 
SHAMPOO/ 
CONDITIONER 
PACK  OF  6 

170ml 

H MR  SPRAY 
r-ACK  OF  6 


1-61 
1-74 


NICE  'N  EASY 
HAIR  COLOURS 


SPECIALIST  CA*  ^ 

OPENING  TlMeS  m. 

cusl0^w  closing-  " 


PACK  OF  3 


2-20 


SONA 
BATH  SALTS 


CASE 
0F12 


CREST  FAMILY 

+  Free  toothbrush 


CASE 
OF  24 


803 


2-68 

SELL  AT  32p 
MAKE  19.7% 
P.O.R. 


TODDLERS 
NEWBORN 
OLD  PACK 


CASE 
0F12 


1100 


SELL  AT  49p 
MAKE  21.4°/ 
P.O.R 


TAMPAX 


NEW 
AIR  WAND 


2-49 


SELL  AT  56p 
MAKE  14.8%  P.O.R. 


SUPER  10's 
PACK  OF  12 


SUPER  40's 
PACK  OF  6 


RIGHT  GUARD 


DOUBLE  PROT. 
134ml  FAM 
PACK  OF  6 

ANTI-PERSP. 
134ml  FAM 
PACK  OF  6 


ALL  PROMOTIONAL  OFFERS 

SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE 


E  &  O  E 


COUNTERPOINTS 


Hairsetter  and  turbo  dryer 
added  to  Clairol  range 


Clairol  have  'introduced  'the  two 
minute  hairsetter  described  as  "a 
handy,  high-speed  set  of  'heated 
rollers  for  the  girl-on-tbe-go  who 
likes  to  travel  light". 

The  hairsetter  (£15)  consists  of  eight 
rollers  (four  large,  four  medium)  that 
heat  up  in  two  m'inutes  and  which 
have  smooth  ridges  to  hold  hair  in 
place. 

Being  multi-voltage  the  hairsetter 
is  said  to  be  useful  for  holidays  and 
weekends  coming  in  a  compact,  slim 
carrying  case. 

Also  new  is  the  Clairol  Compact 
turbo  dryer  (£8.95),  a  neat,  1.200  watt 
pistol-shaped  appliance  with  a  two- 
speed  switch.  The  dryer  is  available 
■in  chrome  yellow  and  charcoal  grey. 

A  Press  advertising  campaign 
worth  £400,000  to  support  both 
products,  along  with  the  Clairol  1200 
hairstyler,  Crazy  Curl  steam  styling 
wand,  styling  brush  and  one  for  the 
road  hairdryer,  will  run  until 
December. 

The  theme  of  the  advertising 


Clairol's  latest  additions 

campaign  is  "Clairol  'imagination  .  .  . 
all  your  hair  needs"  and 
advertisements  will  appear  in  19, 
Honey,  Cosmopolitan,  Woman's 
World,  Look  Now,  She,  Company, 
Vogue,  Over  21 ,  Woman  and  Woman's 
Own.  They  will  also  appear  in  colour 
in  the  Daily  Express  and  Daily  Mail. 
POS  display  material  will  be  available 
during  the  campaign.  Clairol 
Appliances,  Pilgrim  House,  William 
Street,  Windsor  SL4  1BA.» 


More  baby  foods 

Demand  by  mothers  and  health  visitors 
for  Robinson's  baby  foods  suitable 
for  breakfast  and  tea-time  has  led 
to  the  introduction  of  three  new 
recipes  to  the  baby  food  one  range — 
scrambled  egg  and  tomato,  tomato 
and  sausage  and  mixed  fruit  cereal 
with  hazelnuts.  The  fruits  in  the  cereal 
are  orange  and  banana.  These  new 
additions  to  the  range  bring  the 
number  of  baby  food  one  savouries 
to  1 1  and  of  desserts  to  10.  Robinson's 
Baby  Foods,  Reckitt  &  Colman 
Products  Ltd,  Dansom  Lane,  Hull 
HUS  7DS.  ■ 


pHygiene  cleansing 
solution 

Alcon  Laboratories  are  introducing 
pHygiene  (£2.05)  a  washing  and 
cleansing  solution  with  a  low  pH. 

The  pH  has  been  reduced  to  3.5 
due  to  the  addition  of  lactic  acid. 
Alcon  say  that  pHygiene  does  not  alter 
the  acidic  reaction  of  healthy  skin  and 
can  normalise  the  pH  in  skin  with  an 


alkaline  reaction.  It  can  also  be  used 
to  shampoo  the  scalp,  in  which  case 
the  acidity  level  of  the  scalp  will 
remain  normal  and  greasiness  will  not 
be  increased.  Alcon  Laboratories  Ltd, 
Imperial  Way,  Watford,  Herts. 
Distributor  is  Farillon  Ltd,  Bryant 
Avenue,  Romford,  Essex  RM3  OP  J.  ■ 

Clearasil  booklet 

Richardson  Merrell  have  published  a 
new  Clearasil  Guide  to  Skin  Care 
booklet.  Copies  are  available  free  of 
charge  by  sending  a  stamped  addressed 
envelope  (6\  x  4|'in)  to  Ms  K.  Berman, 
Shire  Hall  Press  and  PR,  9  Gees 
Court,  London  Wl.  ■ 


Carter's  phone  no. 

The  telephone  number  for  Carters'  new 
telephone  service  should  have  been 
given  as  Llangollen  (STD  0978) 
860314  instead  of  the  incorrect 
number  860114.  Carters  apologise  for 
this  error  and  any  inconvenience 
caused.  Carters  Tested  Seeds  Ltd,  Abbey 
Dingle,  Llangollen,  Clwyd.  ■ 


Distributor  change 
for  Earex 


International  Laboratories  Ltd  have 
acquired  the  marketing  and  distribution 
of  Earex  ear  drops,  Earex  protector 
plugs,  Otocerol  ear  drops  and  Luma 
bath  salts.  These  were  previously 
owned  by  Earex  Ltd  and  British 
Surgical  Houses  Ltd. 

Packaging  of  the  Earex  products 
will  be  improved  over  the  next  few 
months,  the  company  says,  along  with 
better  profit  margins.  'More  will  be 
spent  on  national  advertising  and  this 
will  be  supplemented  by  larger-space 
advertising.  Direct  orders  should  be 
sent  to  International  Laboratories  Ltd, 
Wilson  Road,  Alton,  Hants  GU34 
2TJ.  ■ 


Relaunch  of 
Kleenex  hankies 

To  improve  their  share  of  the  £68 
million  a  year  facial  tissue  market, 
Kimberly-Clark  are  re-launching 
their  pocket  paper  handkerchief  with 
a  new  name,  strength  and  pack.  The 
re-launch  of  Kleenex  mansize 
handkerchiefs  incorporates  whiter, 
stronger  3 -ply  pocket  paper 
handkerchiefs  in  two  distinctive  pack 
sizes — a  singles  and  triples — both  '•' 
clearly  labelled  and  designed  with 
perforated  edges  for  easy  opening. 

The  pack  design  uses  two  shades 
of  blue  and  red  and  the  singles  pack 
is  available  in  a  new  display  case, 
designed  for  on-shelf  display  in  smaller 
outlets.  Kimberly-Clark,  Larkfield,  Nr 
Maidenhead,  Kent.  ■ 


Correction 


Due  to  an  editorial  error,  the  Vidal 
Sassoon  market  shares  of  the  shampoo 
and  conditioner  markets  were 
misquoted  in  the  August  23  issue.  The 
sterling  share  of  their  conditioners  in 
multiple  pharmacies  rose  from  4.9 
per  cent  in  January  and  February  to 
9.4  per  cent  in  May  and  June.  In 
independent  pharmacies  it  rose  from 
4.6  per  cent  to  6.7  per  cent. 

For  their  shampoo,  the  sterling 
share  in  multiples  was  0.8  per  cent  in 
January/ February  and  2.3  per  cent  in 
May  /June.  In  independent  pharmacies, 
the  share  was  1.3  per  cent  and  then 
1 .9  per  cent.  ■ 
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ot  our  mums 


bdy  else's. 


Heinz  mums  are  responsible 
for  buying  52%  of  all  the  baby- 
foods  sold  in  independent 
chemistsfThat  s  why  Heinz 
babyfood  sells  nearly  three 
times  as  much  product  as  its 
nearest  competitor. 

It  could  be  to  do  with  the 
fact  that  Heinz  maintain 
continuous  TV  advertising, 
with  year  round  support  in 
women's  magazines  and 
specialist  mother  publi- 
cations^ that  we  have  the 
biggest  advertising  budget 
in  the  market. 

And  it  could  be  to  do 
with  the  fact  that  Heinz 
offer  the  largest  range  of 
babyfoods  in  cans  andfjars, 
including  our  new  unique 
Baby  Yogurts. 

Certainly,  the  new 
s    upward  birthrate,  and 
increased  consumption 
of  prepared  babyfoods,  are 
going  to  bring  a  lot  more 
Heinz  mums  into  your  shop. 
And  they'll  want  one  thing. 


The  goodness  of  Heinz. 

Heinz 

Real  meals  for  babies. 


Independent  audit 


IN  SIX  YEARS,  Di: 
HAVE  MADE  GI 


In  the  past  few  years, 
disposable  nappies  have 
built  themselves  a  strong 
reputation.  They  leak. 

And 
that's  not 
the 

halfof 
it. 


Or  a  better  product. 

At  Peaudouce,  we 
applied  our  mind 
to  the  latter. 

By  shaping 


They 

don't  always  fit  properly 
-  so  as  well  as  leaking,  they're  thought 
to  be  uncomfortable.  The  padding  can 
bunch  into  a  soggy  mass.  And  it's  not 
unknown  for  them  to  collect  pools  of 
water  in  the  bottom.  It  would  now 
take  an  army  of  PR  men  to  even  ruffle 
such  well  entrenched  stigmas. 


and  elasticating  the 
legs  we  managed  to  get  leakage 
under  control.  (So  far  so  good.) 

The  padding  has  been  doubled 
to  a  night-time  absorbency.  (Things 
are  really  looking  better.) 

And  we  came  up  with  a  unique 
design  for  quilting  the  padding  to  dis- 
perse the  water.  (Bingo,  we've  got  it!) 


LE  NAPPIES 

i  AT  PROGRESS. 


Not  quite. 
We  incorporated 
l  one-way  liner  to 
ielp  prevent  nappy 
ash.  And  deliberately 
voided  risking  chemical  whiteners. 

We  even  thought  of  a  cute  idea  for 
|  flap  at  the  back  to  stop  a  baby's  vest 

getting  wet.  And  as  far 
^  ff  St    1  ^  as  fit  goes,  we  make 

them  in  four 
sizes,  from  new- 
born through  to 
pot-trained.  Each  size 


acked  in  different  quantities  to  keep 
he  box  price  the  same. 

In  18  weeks  in  Boots,  Peaudouce 
taby  Slips  have  gone  off  like  a  rocket, 
ar  bursts  and  all.  And  the  market  is 
arting  to  go  crazy. 


So  if  you  want  the  facts  behind 
the  flannel,  call  Mike  Chambers. 
If  he  talks  to  you  19  to  the 
dozen,  forgive  him.  He's  every 
right  to  his  mt&J/  enthusiasm. 


BabySUpv 


THE  REVOLUTIONARY  BABY- SHAPED  DISPOSABLE  NAPPY 


-a*.       12  BabvSlip*  * 
BabySLipa  ^ 


Peaudouce  (UK)  Ltd.,  827  High  Road,  North  Finchley, 
London  N12  8PR.  Telephone:  01-445  5246. 


COUNTERPOINTS 


Carnation  Slender  bars 
to  go  national 


Carnation  Slender  bar  is  to  go  national 
this  month.  The  bar  is  described  as  the 
only  solid  slimming  meal  replacement 
product  currently  available  in  the  UK 
that  is  nutritionally  complete  and  does 
not  need  supplementing.  Two  bars — 
the  recommended  serving — taken 
instead  of  a  meal  are  said  to  provide 
a  quarter  of  the  body's  daily 
nutritional  needs  but  only  242  calories. 

"We  believe  that  the  market  is  ready 
for  a  solid,  satisfying  meal 
replacement  product  that  needs  no 
supplementing,"  says  Marcus  Banfield, 
senior  product  manager  in  Carnation's 
chemist  division.  "The  Slender  bar  is  a 
complete  food,  providing  optimum 
nourishment  without  bulk.  Like  'our 
Slender  liquid  meal  replacement,  it 
educates  the  stomach  to  expect  less 
food." 

Carnation  Slender  Pars  were  test 
marketed  in  the  Tyne-Tees  television 
area  for  a  year  prior  to  the  national 
launch.  There,  the  product  is  said  to 
have  achieved  89  per  cent  awareness 
among  slimmers  and  captured  18.7 
per  cent  of  the  total  meal  replacement 
market  in  that  region  after  only  five 
months.  Overall,  Slender  (bars,  the 
makers  say,  expanded  the  sterling 
value  of  the  slimming  market  in  the 
area  by  29  per  cent. 

"These  figures  make  Slender  bars 
the  most  successful  new  slimming  meal 
replacement  launch  of  1980,"  says 


SleridgT-,. ..... 

glender  \ 


rs 


Slender  War 


Marcus  Banfield.  "Significantly  these 
sales  were  not  achieved  at  the  expense 
of  liquid  Slender,  but  from  other 
competing  products." 

There  are  six  individually  wrapped 
Slender  Pars  in  each  pack  (£1.52)  and 
the  launch  campaign  will  be  supported 
with  full  page  colour  advertisements  in 
the  specialist  slimming  Press,  reaching 
over  two  million  slimmers.  There  will 
also  be  an  'offer  of  a  25p  off  next 
purchase  coupon  to  national  slimming 
Clubs.  Carnation  Foods  Co  Ltd, 
Carnation  House,  11  High  Road, 
London  N2.  ■ 


Ovaltine  chocolate 
bar  goes  on  test 

An  Ovaltime  milk  chocolate  bar  is 
currently  being  launched  on  test  in  the 
Severnside  region  of  the  Harlech 
television  area. 

Described  as  a  combination  of 
high  quality  milk  chocolate  and 
crunchy  granules  of  Ovaltine,  the  new 
bar  (50g,  £0.22)  lis  said  to  be 
competitively  in  line  with  other 
"recipe"  chocolate  bars  returning 
above  average  profit  margins. 

Shaped  to  meet  the  current  market 
preference  towards  "chunky"  chocolate 
bars  for  self  consumption,  the  .bar 
comes  in  traditional  Ovaltine  wrapping. 

Television  advertising  in  the  test 


R5s2 

area  to  support  the  new  product  will 
adapt  the  "Ovaltiney"  theme  and 
additional  brand  support  on  televiis'ion 
during  autumn  and  winter  will  be 
for  the  Ovaltine  drink.  Wander  Ltd, 
Station  Road,  King's  Langley,  Herts.  ■ 

Cindy  sponges 

A  new  range  of  foam  sponges  and 
household  wipes  has  been  launched  by 
Cindy  of  Liverpool,  with  packaging 
aimed  at  the  household,  and  bath-and- 
beauty  markets. 

The  new  labelling  and  assorted  foam 
colours  are  designed  for  stronger  POS 
appeal  with  individual  and  outer  pack 
shrink-wrapping.  Cindy  Ltd,  Sandy 
Lane,  Seaforth,  Liverpool  LZ1  1AG.  ■ 


The  Cow  &  Gate  range  of  products, 
shown  here  with  the  redesigned  packs 
and  labels 
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Save  an  arm  and  a  leg  now. 
Save  your  arm  later. 


As  a  special  introductory  offer,  you 
can  save  £8.00  on  a  price  marking  starter 
pack  comprising  a  superb  Pitney  Bowes 
1U0  labeller  and  10,000  labels. 

Or  take  advantage  of  our  double 
starter  pack  offer  saving  over  £28. 

The  1110,  the  world's  largest  selling 
labeller,  is  lightweight  and  designed  to 
reach  into  those  awkward  corners.  It  prints 
accurately  and  clearly  and  will  price  items 
up  to  £99.99. 

•  The  body  is  made  of  the  same  impact 
resistant  material  as  safety  helmets  to  take 
all  the  knocks.  And  the  security  cut  labels 
will  prevent  price  switching. 


The  1110  carries  a  two  year  guarantee 
against  defects  in  manufacture. 

In  fact  we  are  so  certain  this  labeller 
will  save  you  from  writer's  cramp,  we  are 
giving  you  a  15  day  trial. 

If  you're  not  completely  happy  with 
its  performance  at  anytime  within  that 
period,  return  it  to  us  and  we'll  refund  your 
money. 

And  for  your  future  label  requirements 
we  can  offer  a  wide  range  of  colours  and 
individually  printed  labels,  all  at  reasonable 
cost.  For  details, fill  in  the  coupon. 


£99  99 

£1.65 

REDUCED 

3&p 


Starter  pack  offer  £26. 

(Plus  VAT  and  £1.43  post  and  packing.) 
One  1110  labeller. 

plus:-  variety  label  pack  (3  reels  of  each 
as  illustrated)  or:-  standard  label  pack 
(9  reels  of  plain  white.)  A  total  of 
10,000  labels. 

Special  double  starter 
pack  offer  £39-50. 

(PlusVATand  £1.71  post  and  packing.) 


To  Pitney  Bowes  Marking  Systems  Ltd. 

Horsecroft  Road,  The  Pinnacles,  Harlow,  Essex  CM19  5BH. 

Please  send  me  the  Pitney  Bowes  1 1 10  single  starter 
pack  □  with  variety  labels  Q  Standard  labels  □  An 
additional  starter  pack  □  With  variety  labels  □ 
Standard  labels  □ 


Name. 


Address. 


Tel: 


No.  of  employees  1-10  □  11-20  □  20+  □ 


The  mark  of  reliability. 

=p  Pitney  Bowes 

Marking  Systems 


Vave  in  home  perms? 

lare.  (Source:  Independent  survey  Total  Drug  Index,  by  sterling  value.  Jan/June  1980.) 

So  the  sterling  brand  leader  of  the  whole  market  is  Rave.  The  new  wave  that's 
^re  to  stay 

■ 


® 


The^^Soft  Perm 


SIT  CONTAINS .  .  . 

JOS  -  END  TISSUES  -  PLASTIC  TURBAN 
W_  LEAFLET  —  STYLING  BOOK  —  WAVING  LOTION  <92mls) 
KALI/EH  *U2ml>>. 


I  NATURAL  STYLING  BOW  AND  SHAPE  *  NOFRIZZLNG  - 
:  BIN  FOR  BLEACHED  OR  DYED  HAIR 


SOFT  P€RM 
FOR  SOFT  CURLS  &  BODY 
NO  AMMONIA . . .  NO  ODOUR ...  NO  FRIZZ 
GENTLE,  EVEN  FOR  COLOUR-TREATED  HAIR 


CONTENTS:! APPLICATION  WITH  ROLLERS 


r  H  R  E  E  53  L  i  M  M ERS  MEALS 

Chocolate 
Flavour 


a 


Slende 


HIGH  PROTEIN  SUMMERS  MEAL 


Carnation  announce 
the  most  satisfying 
new  slimming  product 
of theyearg  8F  

When  Carnation's  new 
Slender  Bars  were  launched 
regionally  last  year,  everyone 
was  satisfied. 

Slimmers  lost  weight. They 
also  found  Slender  Bars'  solid  form 
a  very  satisfying  meal  replacement. 

Chemists  were  well  satisfied 
with  the  product's  performance. 
After  all,  it  was  the  most  successful 
slimmers  meal  replacement  launch 
in  1979/80,  achieving  18.7%  share 
within  3  months*  in  the  test  market. 

And  we  at  Carnation  were  satis- 
fied, too.  So  much  so  that  Chocolate 
Flavour  Slender  Bars  are  now  available 
nationally. 

To  help  you  make  the  most  of 
this  important  new  launch,  we've  put 
together  a  special  introductory 
programme. 

*  There's  a  reduction  on  every  case  of  Slender  Bars  during  the  launch  period. 

*  We're  sending  special  coupons  to  all  slimming  club  members  in  the  U.K.,  entitling 
them  to  25p  off  their  next  purchase. 

*  We'll  reach  around  2  million  slimmers  with  our  specialist  slimming  magazine  ad- 
vertising campaign.  It  starts  in  November,  and  also  incorporates  a  25p  Off  coupon. 

Slender  Bars  offer  your  customers  a  meal  replacement  in  solid  form  -  convenient, 
satisfying  and  nutritionally  complete. They're  available  exclusively  through  the 
chemist  trade. 

Andwiththesu  bsta  ntia  I  trade  ma  rg  i  ns  we're  of  f  eri  ng,  we  bel  ieve  you'  1 1  f  i  nd  Slender 
Bars  the  most  satisfying  new  product  launch  of  the  year 

Contact  your  chemist  wholesaler  and  stock  up  now. 


Dextrose  and 
fructose,  peanuts, 
whey  protein, 

caseinate,  minerals 

and  vitamins. 

Three  complete 

meals  of 

242  Calories  each. 


C  Chocolate  Flavour  J 


'  Independent  Audit 
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STEINHARD 
BONUS  OFFER! 

FROM  NOW  UNTIL  the  31st  OCTOBER  1980 

WE  ARE  OFFERING  A  SPECIAL 


BONUS 


ON  THE  PRODUCTS  IN  BOXES 


UUA/v  1 1 1  Y 

PRODUCT 

PACK 

PRICE  PACK 

REQUIRED 

ACt 1 AZULAMlUt  lABLtlb  br 

 —  

250  MG 

DO 

LI  .  /U 

X  DU 

bUU 

no  q-7 

L  I  J.O/ 

u  CAA 

x  duu 

AMINOPH YLLINE  TABLETS  BP 

100  MG 

500 

£1.25 

x  500 

AMITRIPTYLINE  TABLETS  BP 

10  MG 

1000 

£4  90 

x  1000 

25  MG 

1000 

£9.50 

x  1000 

AMPIPM  1  IM  PAPQI  II  PC  DP 
MIVI  r  t  U 1  L  LI  1M  LMrjULtj  or 

?RD  MP, 

x  ouu 

500  MG 

250 

£13.90 

x  250 

ASCORBIC  ACID  TABLETS  BP 

50  MG 

100 

£0.30 

x  100 

100  MG 

100 

£0  40 

x  100 

200  MG 

100 

£0.65 

x  100 

500  MG 

100 

£1  20 

x  100 

ASPIRIN  TABLETS  BP 

300  MG 

100 

£0.25 

x  100 

ASPIRIN  &  CODEINE  TABLETS  BP 

25 

£0.33 

x  25 

50 

£0  52 

x  50 

100 

£0.92 

x  100 

BENDROFLUAZIDE  TABLETS  BP 

2.5  MG 

100 

£0.35 

x  100 

1000 

£3.00 

x  1000 

5  MG 

100 

£0.45 

x  100 

1000 

£4.25 

x  1000 

BENZHEXOL  TABLETS  BP 

2  MG 

100 

fO  60 

x  100 

1000 

£5.45 

x  1000 

5  MG 

100 

£1.20 

x  100 

1000 

£10.95 

x  1000 

CHLORPHENIRAMINE  TABLETS  BP 

4  MG 

50 

£0.20 

x  50 

500 

£1.85 

x  500 

CH  LOR  PROMAZINE  TABLETS  BP 

25  MG 

500 

£1.45 

x  500 

50  MG 

500 

£2.70 

x  500 

100  MG 

500 

£4.40 

x  500 

CHLORPROPAMIDE  TABLETS  BP 

100  MG 

250 

£1.50 

x  250 

250  MG 

500 

£11.00 

x  500 

CODEINE  PHOSPHATE  TABLETS  BP 

15  MG 

100 

£1.50 

x  100 

250 

£3.75 

x  250 

500 

£7.50 

x  500 

CODEINE  PHOSPHATE  TABLETS  BP 

30  MG 

100 

£2.60 

x  100 

250 

£6.50 

x  250 

500 

£12.50 

x  500 

1000 

£25.80 

x  1000 

CODEINE  PHOSPHATE  TABLETS  BP 

60  MG 

100 

£5.20 

x  100 

250 

£13.00 

x  250 

500 

£25.90 

x  500 

DIAZEPAM  TABLETS  BP 

2  MG 

500 

£1.75 

x  500 

1000 

£3.50 

x  1000 

5  MG 

500 

£2.25 

x  500 

1000 

£4.50 

x  1000 

10  MG 

500 

£4.00 

x  500 

EPHEDRINE  TABLETS  BP 

30  MG 

1000 

£1.50 

x  1000 

FERROUS  GLUCONATE  TABLETS  BP 

300  MG 

1000 

£2.60 

x  1000 

5000 

£12.60 

x  5000 

FOLIC  ACID  TABLETS  BP 

5  MG 

500 

£0.90 

x  500 

1000 

£1.75 

x  1000 

FRUSEMIDE  TABLETS  BP 

20  MG 

1000 

£11.50 

x  1000 

40  MG 

1000 

£14.00 

x  1000 

QUANTITY 


PRODUCT 

PACK 

PRICE  PACK 

REQUIRED 

HALOPERIDOL  TABLETS  BP 

0.5  MG 

100 

£1.15 

x  100 

1000 

£10.70 

x  1000 

1.5  MG 

100 

£1.95 

x  100 

1000 

£18.50 

x  1000 

5  MG 

100 

£5.15 

x  100 

1000 

£50.75 

x  1000 

10  MG 

100 

£10.00 

x  100 

1  nnn 
100U 

£99.50 

x  1000 

HYDROCHI  OROT  HIAZIDE  TABLETS  BP 

25  MG 

1000 

£2.40 

x  1000 

IMIPRAMINE  TABLETS  BP 

25  MG 

1000 

£2.40 

x  1000 

5000 

£12.00 

x  5000 

[INDOMETHACIN  CAPSULES  BP 

25  MG 

500 

£14.40 

x  500 

1 

b(J  Mo 

1  nn 
1UU 

£5.50 

x  100 

ISONIAZID  TABLETS  BP 

50  MG 

1000 

£2.40 

x  1000 

METHYLDOPA  TABLETS  BP 

250  MG 

1000 

£27.50 

x  1000 

500  MG 

500 

£27.50 

x  500 

METRONIDAZOLE  TABLETS  BP 

200  MG 

21 

£0.65 

x  21 

OCA 

zbU 

£6.50 

x  250 

IMILU  1  IIMAMIUE  lAbSLEIbBr 

50  MG 

i  r\r\(~\ 
1 UUU 

L  1  .bU 

x  1000 

IMILU  1  IIMIL  ALIU  lAbLblo  br 

bU  IVIo 

1  nnn 
I  uuu 

l  l .  bu 

«  i  nnn 
X  IUU0 

IMITDA7CDAH   T  A  D  I  CTC  DD 

INI  1  KAZbrAM  1  ABLE  lb  Br 

5  MG 

r  nn 

bUU 

£3.95 

x  500  j 

MITDACI  IDAMTAIM  XADI  CTC  DD 

IMIIKUrUnANIUIN  lABLtlb  or 

au  Mb 

mi  in 

1  ouu 

L/.  Iz 

x  1000 

OXYTET RACY C LINE  TABLETS  BP 

250  MG 

1000 

£8.70 

x  1000 

PARACETAMOL  TABLETS  BP 

500  MG 

50 

£0.25 

x  50 

100 

£0.40 

x  100 

1000 

£3.50 

x  1000 

bOOU 

tlb.ab 

x  5000 

PENICILLIN  V-K  TABLETS  BP 

250  MG 

1000 

£10.95 

x  1000 

PHENYLBUTAZONE  TABLETS  BP 

100  MG 

1000 

£2.50 

x  1000 

onn  rv/i/~ 
ZUU  Mo 

1 000 

L4.  /b 

.,  1  nnn 

X  I  uuu 

DDCnMICHI  C~\MC  TADI   ETC  DD 

b  IVIo 

Knn 
bUU 

ro  7i; 
Lz.  /b 

w  enn 
X  bUU 

DDCHMICAMC  "TADI  ETC  DD 

rnbUNIbUNb  lAbLblb  or 

b  IVIo 

Rnn 
bOU 

LZ.  /b 

x  buu 

PROMETHAZINE  HCL  TABLETS  BP 

25  MG 

1000 

£3.00 

x  1000 

PROPANTHELINE  TABLETS  BP 

15  MG 

1000 

£3.40 

x  1000 

PROPRANOLOL  TABLETS  BP 

10  MG 

500 

£5.88 

x  500 

40  MG 

1000 

£27.86 

x  1000 

80  MG 

500 

£21 .06 

x  500 

160  MG 

100 

£8.42 

x  100 

QUINIDINE  SULPHATE  TABLETS  BP 

200  MG 

100 

£4.85 

x  100 

250 

£11.90 

x  250 

500 

£"70  CC 

Lzo.bb 

x  bUU 

QUININE  BISULPHATE  TABLETS  BP 

300  MG 

500 

£22.00 

x  500 

QUININE  SULPHATE  TABLETS  BP 

300  MG 

100 

£4.50 

x  100 

250 

£11.50 

x  250 

500 

£22.00 

x  500 

1000 

£43.50 

x  1000 

SOLUBLE  ASPIRIN  TABLETS  BP 

300  MG 

50 

£0.22 

x  50 

100 

rn 

tU.ob 

X     I  uu 

TPTRAPVPI  IMP  TARI  PTQ  RP 
1  t  1  nML  1  LLIIMt   1  AdLl  1  O  Dr 

ocn  Mf; 
ZDU  IVIO 

1  non 

£9  35 

x  1000 

[TOLBUTAMIDE  TABLETS  BP 

500  MG 

500 

T5.00 

x   500  | 

PLEASE  NOTE  THAT  WHEN  ORDERING  ON  BONUS  YOU  WILL  RECEIVE  3  FREE  FOR  EVERY  MULTIPLE  OF  3  ORDERED 


EMPTY,  HARD  2  PIECE  GELATIN  CAPSULES 


Size 

Price  per  100 

Price  per  1,000 

Price  per  1,000  for  Orders  over  5,000 

000 

£2.50 

£17.00 

£15.00 

00 

£2.00 

£16.00 

£14.00 

0 

£1.00 

£5.50 

£5.00 

1 

£0.95 

£5.00 

£4.50 

2 

£0.90 

£4.50 

£4.00 

3 

£0.85 

£4.00 

£3.50 

4 

£0.80 

£3.75 

£3.30 

5 

£0.75 

£3.50 

£3.00 

At  present  we  have  standard  clear,  single  colour  capsules.  If  the  colours  are  important  and  you  would  like 
to  order  specific  colours,  please  mention  this  in  your  enquiry. 


SETTLEMENT  TERMS  Name 

Accounts  30  days  nett.  ADDP. 
10%  discount  for  cash  with  order  or  payment  within  7  days 
of  receipts  of  invoice. 


Signature   

QUANTITY  DISCOUNT*  daje 
15%  off  Orders  £100  and  over 

•Quantity  discount  is  not  available  on  Bonus  Offers.  Orders    under    £10   are    charged    75p    post    Ef  packing 


M.  A.  Steinhard  Limited 

702  TUDOR  ESTATE,  ABBEY  ROAD,  LONDON  NW10  7UW  Tel:  01  965  0194  Telex:  8952939 

VAT  Rea.  No.  227  0175  87 


LIQUIFILM 

(polyvinyl  alcohol) 

The  Vehicle  that  Provides: 

PROTECTION 

•  Forms  a  protective  film  over  the  corneal  epithelium 

•  Does  not  interfere  with  corneal  regeneration 

SAFETY 

•  Non-toxic,  non-irritating  with  no  known  evidence  of  sensitization 

•  Does  not  cause  iatrogenically-induced  dry  eye 

COMFORT 

•  Soothes  and  cools  sensitive  ocular  tissues 

•  Approximates  the  surface  tension  of  human  tears  to  spread  evenly  and 
smoothly  across  the  cornea 

GREATER  CONTACT  TIME 

•  Resists  washout  to  provide  greater  opportunity  for  therapeutic  activity 

•  Surface  tension  of  46  dynes/cm  attains  high  adhesive  and  wetting  properties 


LIQUIFILM  FORMS  THE  BASE  FOR  ALLERGAN'S 
OPHTHALMIC  LINE. 


To  order  a  supply  of  Allergan  products,  please  complete  the  attached 
postage  paid  card  overleaf. 

Please  remember  to  include  your  preferred  wholesale  supplier. 
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Do's  and  Don'ts 

Do  recommend  the  right  cosmetics  to  a  contact 
lens  wearer. 

Do  ask  for  the  name  of  the  contact  lens 
practitioner  whenever  there  is  a  problem.  A 
phone  call  from  you  would  be  so  simple  and  both 
patient  and  practitioner  would  be  grateful  for  your 
concern. 

Don 't  recommend  the  use  of  any  eyedrops  with 
soft  contact  lenses.  Commercial  eye  drops  all 
contain  preservatives  which  could  be  taken  up 
into  the  porous  lens  and  could  cause  numerous 
problems. 

Don't  recommend  the  use  of  hard  contact  lens 
solutions  with  soft  contact  lenses.  The 
preservatives  will  inevitably  damage  the  lens  and 
cause  eye  problems  as  well.  An  outstanding 
exception  to  this  rule  is  LC-65  which  is  entirely 
suitable  for  use  with  all  types  of  lenses. 

Don 't  try  to  treat  the  eyes  of  any  customers 
wearing  soft  contact  lenses.  Direct  the  customer 
back  to  the  contact  lens  practitioner! 

Q.  How  do  I  find  out  which  of  my  customers  wear 
contact  lenses? 

A.  Not  easy — unless  you  ask  every  customer!  If, 

however,  you  keep  a  pack  of 

Liquifilm  Wetting  Solution 

Clean-N-Soak  Solution 

LC-65 

Total 

Hydrocare  Cleaning  and  Soaking  Solution 
Hydrocare  Protein  Remover  Tablet  and 
Hydrocare  Boiling  and  Rinsing  Solution 
(Preserved  Saline) 

fairly  prominently  displayed  in  your  cosmetics 
section  ratherthan  in  yourdispensary  then, since 
70%  of  contact  lens  wearers  are  women,  your 
customers  will  probably  discoveryou. 
This  could  be  the  start  of  a  lasting  relationship. 
You  will  be  able  to  advise  about  contact  lens  care 
products,  and  about  the  proper  cosmetics  to  use. 
After  all,  no  one  would  knowingly  damage 
expensive  contact  lenses  just  by  using  the  wrong 
cosmetics. 

Cosmetics 

Here  are  some  useful  guidelines. 
Mascara 

Recommend  that  the  customer  use  a  metal 
wandtype  applicator.  She  should  avoid  brush  type 
or  lash  building  mascaras  and  should  always  be 


certain  that  her  mascara  is  completely  dry  before 
inserting  the  lenses  in  her  eyes. 
Eye  Liners 

Recommend  that  the  customer  use  non-flaking 
or  liquid  eye  liners. 

Eye  Shadow 

It  would  be  best  to  recommend  the  use  of  liquid  or 
cream  shadows,  but  if  a  powder  shadow  is  to  be 
used,  then  advise  the  use  of  a  sponge  tip 
applicator. 

Powders 

Loose  or  pressed  powder  particles  should  be 
applied  lightly  with  a  small  powder  puff. 
Hair  Spray 

This  should  only  be  used  in  a  large  open  room  and 
even  so  the  customer  should  be  advised  to  keep 
her  eyes  shut  during  the  spraying  and  should 
afterwards  count  to  ten  before  opening  them.  Hair 
spray  stays  suspended  in  the  air  for  sometime  and 
can  fog  or  blur  contact  lenses.  Recommend  that 
Hair  Sprays,  and  indeed  all  aerosols,  be  used  with 
great  care.  Aerosols  can  do  permanent  damage  to 
soft  contact  lenses. 

Facial  Creams 

Advise  your  customer  that  she  should  always  take 
out  her  contact  lenses  before  using  creams  of  any 
kind.  Afterthe  cream  has  been  used  she  should 
still  be  careful  to  wash  her  eyelids  and  lashes  with 
warm  water  and  a  soft  face  cloth  before  replacing 
the  lenses. 

There  are  no  hard  and  fast  rules  about  the 
application  of  make  up  while  wearing  contact 
lenses  except  that  it  should  be  done  with  care 
since  the  ingredients  in  some  cosmetics  may  be 
damaging  to  contact  lenses.  If  your  customer 
prefers  to  apply  her  make  up  before  putting  in  her 
contact  lenses,  then  do  remind  her  that  she  must 
be  especially  careful  to  wash  all  traces  of  make  up 
from  her  fingers  before  she  handles  the  lenses. 

A  llergan  helping  to  protect  your  gift  of  sight. 


The  products  listed  below  (which  are  all  referred  to  throughout 

this  document)  are  registered  Trade  marks  of  Allergan 

Pharmaceuticals 

Liquifilm  Wetting  Solution 

Soakare  Soaking  Solution 

LC-65  Cleaning  Solution 

Clean-N-Soak  Solution 

Total  Solution 

Hydrocare  Cleaning  &  Soaking  Solution 
Hydrocare  Protein  Remover  Tabs 
Hydrocare  Boiling  &  Rinsing  Solution 
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Only  two  basic  types  of  Contact  lens,  the  hard' 
and  the  'soft'  were  prescribed  until  about  two 
years  ago. 

Since  then  several  new  lens  materials  have 
appeared  on  the  market,  further  adding  to  the 
misunderstandings  about  contact  lenses  and  their 
care. 

Most  of  these  new  materials  relate  to  a  third  type 
of  lens,  so  that  it  is  now  proper  to  describe  contact 
lenses  as  belonging  to  one  of  three  groups.  These 
are,  the  original  HARD  lens,  the  now  much  more 
commonly  prescriberd  SOFT  lens,  and  the  new 
SEMI-HARD  or  semi-flexible  lens. 

(A)  HARD  (P.M. M. A.) 

The  hard  contact  lens,  prescribed  for  the 
correction  of  vision  defects,  is  made  from  a 
hydrophobic  (i.e.  water  repellent)  plastic.  Hard 
contact  lenses  have  been  in  use  for  many  years. 
They  are  very  small,  usually  between  7.5  and 
8.5mm.  in  diameter  and,  when  fitted,  do  not 
extend  beyond  the  outer  edge  of  the  iris. 

(B)  SOFTorHYDROPHILIC  (H.E.M.A.) 

The  soft  contact  lens,  chiefly  prescribed  for  vision 
correction,  also  has  cosmetic  uses,  madefrom 
polymethacrylate,  a  hydrophilic  (i.e.  water  loving) 
material,  it  has  been  in  common  use  since  the 
early  1970  s.  Largerthan  the  hard  contact  lens, 
varying  in  diameterfrom  1  2.5  to  1  5.5mm,  the  soft 
lens  cover  most  of  the  eye  and  is  visible  beyond 
the  rim  of  the  iris.  Since  it  has  a  high  water 
content,  usually  of  about  40%  but  which  can  be  as 
high  as  85%,  the  soft  lens  is  very  fragile  and  must 
be  handled  with  great  care. 

(C)  SEMI-HARD  or  SEMI-FLEXIBLE 

The  most  common  semi  hard  lens  material  in 
current  use  is  C.A.B.  (Cellulose  Acetate  Butyrate). 
Its  particular  advantage  lies  in  its  high  degree  of 
oxygen  permeability — oxygen,  of  course,  being 
very  necessary  to  the  comfort  and  health  of  the 
surface  of  the  eye.  Semi  hard  lenses  are  usually  of 
the  same  small  size  as  the  older  hard  lenses  but 
can  easily  be  distinguished  from  them  by  the  way 
they  flex  slightly  when  held  on  edge  between  the 
fingers.  Only  a  small  percentage  of  contact  lens 
wearers  have  these  C.A.B.  lenses  at  present. 
Recent  developments  in  the  use  of  silicone(s)  as  a 
the  production  of  a  very  soft  lens  which  is  highly 
oxygen  permeable.  From  the  very  nature  of  the 
material,  however,  silicone  based  lenses  do  not 
absorb  water.  Although  such  lenses  should  gain  in 
popularity,  only  a  small  number  have  been  fitted. 


The  combination  of  silicones  with  P.M.M.A.  is  the 
latest,  and  potentially  the  most  useful,  lens 
material  to  be  developed.  Best  described  as  a 
semi-flexible  lens  it  is  distinguishable  from  the 
soft  H.E.M.A.  lens  by  its  non  gel-like  feel. 

Care  of  Lenses 

(A)  HARD 

The  care  of  hard  lenses  is  quite  simple  and 
involves  three  separate  processes.  These  are: 

1.  Wetting    2.  Soaking    3.  Cleaning 

1  .Wetting 

Since  the  lens  material  is  hydrophobic  its  surface 
must  be  made  hydrophilic  by  the  use  of  a  wetting 
solution.  This  enables  the  lens  to  be  placed 
comfortably  and  easily  onto  the  moist 
tear-washed  surface  of  the  eye.  We  recommend 
Liquifilm  Wetting  Solution  because  it  wets  and 
lubricates  hard  contact  lenses  with  a  clear 
antisepticfilm  to  increase  wearing  time  and 
comfort. 

2.  Soaking 

This  part  of  the  lens  care  process  has  become 
routine  largely  for  hygenic  reasons.  Hard  contact 
lenses  are  soaked  overnight,  or  when  not  in  use,  in 
disinfecting  solution.  This  ensures  the  lens  isfree 
from  harmful  bacteria  when  inserted  into  the  eye. 
We  recommend  Soakare  Soaking  Solution, 
because  it  is  a  germicidal  solution  specially 
designed  to  provide  maximal  conditioning  and 
protection  for  hard  contact  lenses. 

3.  Surfactant  Cleaning 

Regular  removal  of  debrisfrom  the  lens  surface  is 
essential  since  a  clean  lens  will  wet  and  feel  more 
comfortable.  Much  of  this  debris  is  a  build  up  of 
mucous  and  cell  detritus  which  affects  the  clarity 
of  vision  and  can  also  harbour  harmful  bacteria. 
Surfactant  cleaning  is  done  before  the  nightly 
soaking  of  the  lens  and  for  this  we  recommend 
LC-65  Cleaning  Solution  because  it  safely 
removes  film  and  undesirable  deposits  within 
seconds.  Lenses  will  be  optically  clear  more 
wettable  and  more  comfortable. 

4.  Combination  Solution 

Solutions  which  combine  two  or  more  of  the 
foregoing  functions  are  now  available  and  are 
becoming  increasingly  popular.  Clean-N-Soak 
Solution  combines  the  function  of  overnight 
soaking  and  daily  cleaning,  while  Total  Solution, 
combining  all  three  functions  of  wetting,  soaking 
and  cleaning,  leaves  only  surfactant  cleaning. 
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We  suggest  that  you  recommend: 

For  Wetting — Liquifilm  Wetting  Solution 

For  Soaking — Clean-N-Soak  or  Soakare  Solution 

ForCleaning — LC-65  Cleaning  Solution 

For  a  combination  of  all  these — Total  Solution 

together  with  at  least  twice  a  week  the  use  of 

LC-65. 

(B)  SOFT  or  HYDROPHILIC  CONTACT 
LENSES 

The  care  of  soft  contact  lenses  is  somewhat  more 
complex. 

1 .  Disinfecting 

Because  they  are  hydrophilic  soft  contact  lenses 
must  be  kept  hydrated  (waterfilled)  constantly. 
They  must  also  be  disinfected  daily. 

(a)  Heat  Disinfection — The  Boiling  Method 
Soft  lenses  can  be  boiled  in  a  normal  .9%  saline 
solution  or  in  Hydrocare  Boiling  and  Rinsing 
Solution  and  then  left  in  the  solution  overnight 
ready  for  immediate  insertion  in  the  eye  next 
morning.  The  boiling  is  done  by  placing  the  lenses 
in  a  lens  case  containing  Hydrocare  Boiling  and 
Rinsing  Solution  a  .9%  solution  which  is  then 
itself  boiled  either  in  a  pan  of  water  or  in  a 
specially  provided  unit.  Fresh  solution  should  be 
used  for  each  boiling  procedure. 

(b)  Cold  Disinfection 

An  overnight  soak  in  an  antibacterial  solution 
such  as  Hydrocare  Cleaning  and  Soaking  Solution 
is  an  equally  effective  way  of  disinfecting  soft 
contact  lenses.  It  is  then  only  necessary  to  rinse 
the  lenses  in  Hydrocare  Boiling  and  Rinsing 
Solution  (preserved  saline)  before  inserting  them 
in  the  eyes. 

2.  Surfactant  Cleaning 

A  surfactant  cleaner  is  necessary  to  remove  the 
debris  of  tear  residue,  mucous  etc.,  which  builds 
up  on  the  soft  lens  surface  during  the  course  of  a 
day's  wear. 

(a)  If  disinfecting  is  achieved  by  boiling,  a 
surfactant  cleaner,  such  as  LC-65  should  then  be 
used. 

(b)  Lenses  disinfected  with  Hydrocare  Cleaning 
and  Soaking  Solution  should  simply  be  rubbed 
daily  after  use  with  a  few  drops  of  Hydrocare 
Cleaning  and  Soaking  Solution,  (since  it  has  a 
surfactant  cleaner  in  its  formulation).  If  astronger 
separate  cleaner  is  necessaryu  we  suggest  LC-65. 
LC-65  is  now  recommended  as  a  most  effective 
surfactant  cleaner  for  general  use  with  all  types  of 
lens  material — whether  hard,  soft,  or  semi-hard. 
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This  is  not  only  adds  to  its  utility  but  could  solve 
stocking  and  inventory  problemsforyou  as  well. 

3.  Protein  Removal 

Protein,  deriving  from  the  tears  is  deposited  so 
readily  on  soft  contact  lenses  that  tests  have 
shown  its  presence  on  almost  1 00%  of  lenses 
within  seven  days  of  their  first  use.  This  protein 
deposit  can  cause  blurring  of  vision,  discomfort, 
irritation  and  reduced  visual  acuity.  It  also 
shortens  the  life  of  the  lens  quite  considerably. 
The  only  safe  and  effective  product  for  the  certain 
removal  of  these  dangerous  deposits  is  the 
Hydrocare  Protein  RemoverTablet.  The  tablets 
are  dissolved  in  distilled  water  and  in  this  solution 
the  lenses  are  immersed  for  about  two  hours  once 
a  week. 

Remember 

For  Heat  Disinfecting  (Boiling) — Hydrocare 
Boiling  and  Rinsing  Solution  (Preserved  Saline). 
For  Cold  Soaking'  Disinfection — Hydrocare 
Cleaning  and  Soaking  Solution. 

For  Surfactant  Cleaning — Hydrocare  Cleaning 
and  Soaking  Solution  or  LC-65. 

For  Protein  Removal — Hydrocare  Protein 
Remover  Tablets. 

(C)  SEMI-HARD  or  SEMI-FLEXIBLE 

The  care  of  these  lenses  is  similar  to  the  hard  lens 
process,  and  in  general,  hard  lens  cleaning 
solutions  are  recommended.  The  sequence  of 
Wetting,  Soaking  and  Cleaning  should  be  carried 
out  regularly.  The  various  lens  manufacturers 
recommend  particular  solutions  for  use  with  their 
products  and  it  is  important  to  pay  heed  to  their 
instructions.  It  is  vital  to  take  note  of  any 
instructions  given  to  the  patient  by  the  lens 
practitioner. 

There  are,  however,  some  solutions  which  may  be 
generally  recommended  forthe  care  of  most  lens 
materials. 

Allergan  Total  Solution,  for  instance,  is 
recommended  for  the  wetting  and  soaking  of  all 
semi-hard  or  semi-flexible  materials  such  as 
silicone,  C.A.B.  products,  while  LC-65  is  now 
recommended  forthe  surfactant  cleaning  of  all 
lens  types,  whether  hard,  soft  or  semi-hard. 
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COUNTERPOINTS 


Phase  two  of  Almay 
update  underway 


Almay  has  updated  its  normal  and  oily 
ranges  in  line  with  the  recent  relaunch 
of  the  dry  skin  collection.  While 
retaining  the  '.black,  white  and  gold 
packaging  which  the  company 
describes  as  the  Almay  trademark,  the 
pack  design  has  been  updated  to 
increase  brand  identity. 

Lotions  and  toners  will  be  packaged 
in  polythene  bottles  and  the  creams 
in  lightweight  polypropylene  jars  and 
polythene  tubes.  Each  product  pack 
is  to  be  colour  coded  into  itJS 
appropriate  skin  care  category — gold 
for  normal  skin  and  metallic  green  for 
oily  skin.  This  second  phase  of  Almay's 


skin  care  relaunch  is  to  be  supported 
by  advertising  in  leading  women's 
monthlies  and  will  be  available  from 
mid -September. 

Autumn  colours  from  Almay  are 
Trailblazers  comprising  two  new 
eyeshadows — wild  crocus  (£1.80)  and 
dawn  to  dusk  (£2.40).  Also  available 
will  be  a  mistral  pink  blusher  (£2.35), 
hot  chilli  and  goldshot  fuchsia 
lipsticks  and  marooned  and  goldshot 
fuchsia  nail  enamel  (all  £1.45). 
Trailblazers  will  be  available  from 
September.  Almay,  225  Bath  Road, 
Slough,  Berks.  ■ 


Lady  Jayne  are  currently  sponsoring  the 
British  Ladies  squash  team  on  their 
six-week  tour  of  Australia  and  New 
Zealand  and  have  supplied  them  with 
various  hair  care  products  from  the  Lady 
Jayne  range.  Laughton  &  Sons  Ltd, 
Warstock  Road,  Birmingham  B14  4RT. 


Henna  colours  and 
repackaging 

Henara  henna  powders  are  being 
repackaged  to  make  their  application 
easier.  Each  (50g,  £1.25)  carton  contains 
a  sachet  of  powder  sufficient  for  one 
application  plus  a  plastic  hat,  disposable 
gloves  and  instruction  leaflet.  Two 
colours  have  been  added  to  the  range — 
copper  gold  and  natural  auburn. 

Creme  colour  is  also  being 
repackaged  and  is  in  a  slightly  more 
liquid  form.  The  packs  (65g,  £1.38) 
comprise  a  plastic  bottle  together  with 
a  plastic  hat,  disposable  gloves  and 
instruction  leaflet.  An  additional 
colour — natural  brown,  is  said  to  be 
ideal  for  grey  hair.  Henna  Hair  Health 
Ltd,  Classic  House,  174  Old  Street, 
London  EC IV  9BP.  ■ 


Skin  cleansing  bar 


A  new  skin  cleansing  bar  by 

Bonne  Bell  is  currently  being  introduced 

to  join  Ten-o-six  deep  pore  cleanser. 

In  appearance,  the  company  says, 
the  cleansing  bar  (lOOmg,  £0.88)  looks 
Like  soap  but  has  none  of  the  latter's 
drying  side  effects.  It  contains,  they 
say,  no  harmful  alkalis  or  detergents 
to  disturb  the  skin's  pH  balance,  and 
its  lather  maintains  natural  oils  in  the 
skin,  leaving  a  protective  film  of 
moisture  on  the  surface. 

Sampling  is  being  arranged  through 
selected  young  magazines  and  during 
the  introductory  period  a  free  trial-size 


cleansing  bar  wiill  be  available,  in 
duo  paok,  with  every  purchase  of  a 
120ml  10-0-6  cleanser  (£1.15).  Eylure 
Ltd,  Grange  Industrial  Estate, 
Llanjrechja  Way,  Cwmbran,  Gwent.  ■ 


Plants  book 


Pan  Britannica  are  publishing  a  four- 
times  enlarged  and  completely 
rewritten  edition  of  their  "Be  your  own 
houseplant  expert",  now  retitled  "The 
house  plant  expert"  (£1.95) — sales  of 
the  earlier  book  having  topped 
5  million. 

Like  its  predecessor,  the  new  edition 
is  based  on  four-colour  pictures  and 
charts,  with  illustrations  of  550  plants 
plus  information  on  each.  Problems 
and  remedies  are  covered,  and  there 
are  "how  to  do  it"  features  on  topics 
such  as  making  a  fern  plaque,  self- 
watering  pot,  moss  stick  or  flowering 
standard.  Pan  Britannica  Industries 
Ltd,  Waltham  Cross,  Herts.  ■ 


Soap-on-a-rope 
from  Bronnley 

Shower  soap-on-a-rope  is  the  latest 
introduction  from  H.  Bronnley  to  their 
almond  oil  soaps  range.  In  large-size 
tablet  (200g,  £1 .95),  with  a  strong 
plain  white  rope  attached,  the  shower 


soap  comes  in  four  Bronnley 
fragrances — sandalwood,  English  fern, 
rose  geranium,  and  lemon  verbena. 
H.  Bronnley  &  Co  Ltd,  10  Conduit 
Street,  London  W1R  0BR.  ■ 


A  new  Savlon  baby  care  promotion 
features  a  nursery  apron  in  a  "wipe 
clean  material"  with  the  Savlon  "bunny" 
in  pink  and  blue.  The  apron  is 
available  to  the  consumer  directly  from 
Care  Laboratories  Ltd,  161  Bond  Street, 
London  W1Y  0LN,  for  £1.65  plus  £0.25 
postage  and  packing.  The  details  are 
featured  on  a  crowner  on  selected 
items  in  the  Savlon  baby  care  range 
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pink. 


With  a  current  value  of  over 
£16  million,  the  cotton  wool  market  is 
in  the  pink.  And  for  Tender  Touch, 
things  look  even  rosier. 

The  figures  prove  that  the 
consumer  prefers  the  brand  in  the 
bright  pink  pack  to  any  other.  Last 
year,  she  bought  well  over  £3  million 
worth  of  Tender  Touch  cotton  wool 
products.  And  in  1980,  she's  going 
to  buy  30%  more. 

Because,  in  the  first  place, 
there's  the  latest  in  a  successful  series 
of  consumer  offers  being  featured  on 
over  1.5  million  Tender  Touch  packs  - 
a  unique  opportunity  for  your 
customers  to  obtain  a  60  ml  trial  size 


Nivea  Lotion,  the  popular  facial 
cleanser,  for  just  25p. 

And  in  the  second  place, 
there's  a  brand  new  product  in  the 
range  -  a  big-value  200g  pack  of 
fast-selling  Tender  Touch  Pleats  - 
which  means  that  there  is  now  a 
complete  range  of  sizes  in  Tender 
Touch  Puffs,  Pleats,  Rolls  and  of 
course  Cleansing  Buds.  And  that 
should  be  more  than  enough  to  bring 
a  rosy  glow  to  your  sales. 

To  make  sure  you're  in  the 
pink,  talk  to  your  Smith  &  Nephew 
Consumer  Products  representative  or 
telephone  Arthur  Beech  on  Welwyn 
Garden  (07073)  25151. 


(S&NJ 

A  SMITH  &  NEPHEW  PRODUCT 


TRADE  MARK 


Clerz  and  Miroflow. 
An  Advanced  Soft 
Lens  Cleaning  System 

from  (goperVision 


Clerz,  the  four-function  eye  drop  for  all  soft 
lens  wearers.  Clerz  is  a  sterile  balanced  salt  solution 
containing  poloxamer  407,  especially  formulated 
for  direct  instillation  into  the  eyes  of  contact  lens 
wearers  to  effectively  clean,  hydrate  and 
lubricate  lenses  whilst  they  are  being  worn. 

Only  Clerz  is  specifically  designed  to  keep 
lenses  clear,  clean  and  comfortable  throughout 
the  wearing  schedule. 

Mira»flow  is  an  advanced  soft  lens  cleaner 
especially  designed  for  patients'  routine  lens 
cleaning,  following  lens  removal  and  prior  to 
disinfection. 

Mira»flow  is  highly  effective  in  removing 
proteinaceous  build-up  and  is  compatible  with 
all  soft  lens  materials. 


For  detailed  information  on 
Clerz  and  Miraflow  contact: 

(SooenVision  Ltd 

Brickfield  Lane, 
Chandlers  Ford, 
Eastleigh,  Hants.  SOS  3DP 
Tel:  (04215)  62144 
Telex:  47618 

mMmmsmmmssm  Fatal  commitment  to  better  vision  throughout  the  world 
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EYE  CARE 


Growth  predicted  in 
contact  lens  care 


The  high  initial  cost  of  contact  lenses — plus  their 
possible  discomfort — have  been  limiting  factors  in 
their  use.  However,  in  recent  years,  the  advent  of  the 
soft  lens  and  improved  lens  material  technology  have 
extended  interest  considerably.  This  article,  from  an 
outside  contributor,  reviews  the  growing  market  for 
lenses  and  the  products  available  for  their  care. 


Only  about  2.2  per  cent  of  the  56 
million  UK  population  wear  contact 
lenses  of  which  some  two-thirds  are 
women.  Although  most  patients 
considering  wearing  contact  lenses 
ask.  their  opticians  for  soft  lenses,  most 
still  end  up  With  hard  lenses — Cooper 
Vision  say  the  hard:  soft  lens  ratio 
is  approximately  70:30. 

However,  Cooper  Vision  add  that 
the  soft  lens  market  will  grow  rapidly, 
with  the  emphasis  on  extended  wear 
soft  lenses,  and  that  by  1985  some  2.4 
million  or  4.3  per  cent  of  the 
population  will  be  wearing  contact 
lenses  of  some  sort.  Burton  Parsons 
say  the  demand  for  soft  lenses  by  new 
wearers  already  exceeds  that  for  hard 
lenses  by  about  30  per  cent. 

The  potential  for  lens  wearers  is 
much  smaller  than  might  at  (first  be 
thought.  Most  companies  in  this  area 
say  that  50-60  per  cent  of  the 
population  require  visual  correction, 
but  it  must  be  remembered  that  a 
very  large  number,  particularly  in  the 
over-40  age  group,  require  it  only 
for  reading  or  close  work.  However, 
for  the  young  who  do  need  to  wear 
an  optical  aid  a  set  of  contact  lenses 
is  frequently  the  first  thing  they  save 
for  when  once  earning  their  own 
living  and  city-office  and  shop  workers 
are  probably  among  the  most  regular 
wearers;  those  in  more  manual  or 
isolated  jobs  tend  to  wear  contact 
lenses  only  in  their  leisure  time. 

While  declining  to  "guesstimate" 
the  value  of  the  present  lens  solution 
market  beyond  "millions",  Cooper 
Vision  say  the  number  of  units  sold 
each  year  is  in  the  order  of  13m  with 
a  growth  rate  of  14  per  cent. 

Smith  &  Nephew  believe  the 
contact  lens  solution  market  is  worth 


Winning  eyes  from  last  year's  "Miss  Eye 
Dew"  competition.  They  belong  to  19 
year  old  Lynn  Edwards  from  Liverpool 


£6m,  split  60 : 40  hard :  soft  lens 
solutions,  and  claim  a  50  per  cent 
share  for  their  preparations.  They 
give  the  number  of  contact  lens 
wearers  in  UK  as  only  800,000  at 
present,  with  the  solution  market 
growing  at  the  rate  of  10  per  cent 
a  year  with  sales  through  retail 
chemists  increasing  by  15  per  cent. 

The  latest  soft  lenses  are,  say  Titmus 
Eurocon,  thinner  than  ever.  Most 
hydroxyethylmethacrylate  lenses  have 
a  38  per  cent  water  content,  but  the 
copolymer  HEMA  lenses  now  available 
have  a  much  higher  water  content 
giving  improved  oxygen  permeability. 
TE  describe  their  latest  lens  as  an 
extremely  thin,  multifit  60  per  cent 
copolymer  HEMA  soft  lens  which,  with 
a  "stretch  sock"  concept,  is  claimed  to 
fit  a  large  range  of  different  eye  shapes. 
This  kind  of  development  should 
substantially  increase  the  number  of 
contact  lens  wearers. 

Titmus  Eurocon  recently  launched 
their  own  brand  of  solutions  specifically 
designed  to  be  compatible  with  all  lens 
types.  They  have  also  kept  their 
naming  simple1 — TE  cleaning  solution, 
TE  storage  and  rinsing  solution  and  TE 
preserved  saline. 

Sauflon  say  that  there  is  some 
regional  variation  in  lens  preference: 
"In  the  Midlands  there  appears  to  be 
a  greater  tendency  towards  prescribing 
hard  lenses."  Retail  sales  patterns  of 


solutions  also  vary  geographically:  in 
London  and  the  south-east  "chemists 
handle  60  per  cent  of  sales"  while  in 
other  areas  chemists  currently  only 
account  for  10-20  per  cent;  the 
opticians,  in  both  instances,  accounting 
for  the  balance. 

LAB,  the  UK  distributors  of 
Sauflon  and  (newly  appointed)  of 
Burton  Parsons  products,  say  that 
Burton  Parsons  are  prepared  to 
organise  mid-day  or  evening  seminars 
for  interested  groups  of  chemists. 

Most  opticians  give  new  contact 
lens  wearers  a  thorough  grounding  in 
the  wear  and  care  of  their  lenses  and 
usually  supply  patients  with  a  starter 
kit  of  the  necessary  solutions  and  a 
manual  produced  by  the  lens 
manufacturers  specifically  for  the 
wearer's  guidance.  Some  contact  lenses 
come  with  their  own  kits.  Cooper 
Vision,  for  instance,  now  supply  their 
Mira  and  Flow  solutions  with  their 
Permaclens  and  Duragel  75  lenses. 

Opticians  still  sell  the  vast 
majority  of  contact  lens  solutions  in 
the  UK,  but  chemists  are  confidently 
expected  to  increase  their  share  of  the 
repurchase  sector  considerably  over  the 
next  few  years — dramatically  so, 
according  to  Cooper  Vision,  who  say 
that  at  present  most  sales  are  through 
the  5,000  ophthalmic  and  2,000 
dispensing  opticians  in  the  country. 
Obviously,  it  is  much  more  convenient 
to  buy  new  supplies  from  chemists. 
Unlike  the  USA,  the  sale  of  contact 
lens  solutions  is  restricted  in  the  UK 
to  optical  outlets  and  retail  pharmacies. 

Solutions  generally  fall  into  three 
areas,  whether  for  use  with  hard  or 
soft  lenses:  cleaning,  storage  and 
rinsing,  and  wetting.  However,  some 
manufacturers  are  introducing 
all-in-one  solutions  such  as  Cooper 
Vision's  Lensine  5  multipurpose 
solution  for  hard  lenses.  A  campaign  is 
currently  supporting  this  product  in  the 
Optician  and  Ophthalmic  Optician. 
Cooper  Vision  also  plan  to  introduce, 
within  the  next  few  months,  a  unit 
dose  non-preserved  saline  called  Unisol 
Continued  on  p409 
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EYE  CARE 


Solutions  for 
hard  lenses 

Cleaning 

Amiclean  gel  (Abatron) — also  for 
soft  lenses 

Amiclean  solution  (Abatron) — also 

for  soft  lenses 

Contactaclean  (Contactasol) 

D-film  (Cooper  Vision) 

Gel  clean  (Barnes-Hind) 

LC-65  (Allergan) 

TE  cleaning  solution  (Titmus 

Eurocon) — also  for  soft  lenses 

Titan  (Barnes-Hind) 

Cleaning  and  wetting 

Clens  (Burton  Parsons) 
Sterijclens  (Sauflon) 
Transol  (Smith  &  Nephew) 

Cleaning  and  soaking/soaking 

Ami-10  (Abatron) — also  for  soft 
Barnes-Hind  cleaning  and  soaking 
Clean-n-soak  (Allergan) 
Contacare  (Barnes-Hind) 
Contactasoak  (Contactasol) 
C-thru  (Optimedic) 
Duo-flow  (Cooper  Vision) 
Optrex  soaking  solution 
Soakare  (Allergan) 
Soquette  (Barnes-Hind) 
Steri-soak  (Sauflon) 
TE  storage  and  rinsing  solution 
(Titmus  Eurocon) — also  for  soft 
Transoak  (Smith  &  Nephew) 

Wetting 

Amilis  (Abatron) — also  for  soft 
Aqua-flow  (Cooper  Vision) 
Barnes-Hind  wetting  solution 
Contactasol  wetting  solution 
C-thru  wetting  solution  (Optimedic) 
Hy-flow  (Cooper  Vision) 
Liquifilm  (Allergan) 
Optrex  wetting  solution 

Wetting  and  soaking 

Barnes-Hind  wetting  and  soaking 

K-lens  (Ashe) 

Soaclens  (Burton  Parsons) 

All  purpose 

Lens'ine  (Cooper  Vision) 
Total  (Allergan) 

Others 

Adapt  (Burton  Parsons) — to  improve 
comfort  during  adaptation  period 
Adapettes  (Burton  Parsons) — may  be 
used  while  lens  on  eye 
(also  'for  soft  and  silicone  lenses) 
Blink-n-clean  (Allergan) — for 
cleaning  and  re-wetting  while  !in  eye 
Comfort  drops  (Barnes-Hind) 
C-thru  soft  and  hard  lens  re- 
wetting  solution  (Optimedic) 


Liquifilm  tears  (Allergan)- — for 
relubrication 

Steri-lette  (Sauflon) — for  wetting, 
and  lubrication  during  wear 
TE  preserved  saline  (rinsing) 
solution  (Titmus  Eurocon) — also  for 
soft  lenses 


For  soft  lenses 


Cleaning 

Amiclean  gel  (Abatron) 

Amiclean  solution  (Abatron) 

Cleaner  no  4  (Barnes-Hind) 

Hexaclean  extra  strength  solution 

for  weekly  use  (Barnes-Hind) 

Hydrocare  (Allergan) 

Hydroclean  (Contactasol) 

Mira-flow  (Cooper  Vision) 

Optrex  clean 

Pliagel  (Burton  Parsons) 

Preflex  (Burton  Parsons) 

Solar  cleaning  solutions  for  use  with 

heat  disinfection  (Contactasol) 

Steri-solv  (Sauflon) 

TE  cleaning  solution  (Titmus 

Eurocon) 

Transoft  cleaning  solution  for  use 
with  Transoft  system  (Smith  & 
Nephew) 

Wetting 

Amilis  (Abatron) 

Disinfecting  and  storing 

Ami-10  (Abatron) 
Contigel  (Burton  Parsons) 
Flexcare  (Burton  Parsons) 
Flexsol  (Burton  Parsons) 
Hexidin  (Barnes-Hind) 
Hydrocare  (Allergan) 
Hydrosoak  (Contactasol) 
Mira-soak  (Cooper  Vision) 
Optrex  soak 

Pliadide  (Burton  Parsons) 

Softab  (Sauflon) 

Steri-sal  (Sauflon) 

Steri-soft  (Sauflon) — non  mercurial 

TE  storage  and  rinsing  (Titmus 

Eurocon) 

Transoft  disinfecting  system  for  use 
with  Transoft  cleaning  solution 
(Smith  &  Nephew) 

For  use  in  heat  disinfection 

Amidose  unpreserved  saline  (Abatron) 
Hydrocare  boiling  and  rinsing 
Nutraflow  (Burton  Parsons) 
Salettes  unpreserved  saline  (Sauflon) 
Solar  (Contactasol) 
Soft-therm  (Barnes-Hind) 
Thermosal  preserved  saline 
(Burton  Parsons) 

All  purpose 

Combiflex  (Burton  Parsons) 

Enzyme  preparations 

Amiclair  tablets  (Abatron) — for 


protein,  lipid,  mucins  (used  with 
Amiclair  0  distilled  water) 
Clean-o-gel  (Burton  Parsons) 
Hydrocare  protein  remover 
(Allergan) 

Liprofin  (Burton  Parsons) 
Optrex  protein  remover 
TE  protein  remover  (Titmus 
Eurocon) 

Others 

Adapettes  (Burton  Parsons) — may  be 
used  When  lens  on  eye  to  improve 
comfort 

Clerz  (Cooper  Vision)  for  cleaning, 
hydrating  and  lubricating  in  wear 
Comfort  drops  (Barnes-Hind) 
C-thru  buffered  rinsing  solution 
(Optimedic) 

Hydrosol  (Contactasol) — for  wetting 
and  lubricating  during  wear 
Mira-sol  (Cooper  Vision) 
Normol  (Burton  Parsons) — for 
rinsing  after  Preflex  cleaning 
Steri-lette  (Sauflon) — for  wetting,  and 
lubrication  during  wear 
Soft  comfort  (Barnes-Hind) — for 
cleaning  while  lens  on  eye 
TE  preserved  saline  (rinsing) 
(Titmus  Eurocon) 

Suppliers'  addresses 

Abatron  Ltd,  12a  Churchyard, 
Hitchin,  Herts  SC5  1HR 
Allergan  Ltd,  Fennels  Lodge, 
St  Peters  Close,  Loudwater,  High 
Wycombe,  Bucks  HP11 
Ashe  Laboratories  Ltd,  Ashtree 
Works,  Kingston  Road,  Leatherhead, 
Surrey  KT22  7JZ 

Barnes-Hind  Ltd,  Isis  Trading  Estate, 
Stratton  Road,  Swindon,  Wilts 
Burton  Parsons  Chemicals  (UK)  Ltd, 
Imperial  Way,  Watford,  Herts 
WD2  4YR.  Distributors  Laboratories 
for  Applied  Biology  Ltd,  91  Amhurst 
Park,  London  N16  5DR 
Contactasol  Ltd,  Unit  2,  Leigh  Close, 
161  Kingston  Road,  New  Maiden, 
Surrey  KT3  3NW 

Cooper  Vis'ion  Ltd,  Brickfield  Lane, 
Chandlers  Ford,  Eastleigh,  Hants 
Focus  Contact  Lens  Laboratory  Ltd, 
3  Derby  Works,  Carey  Place, 
Watford,  Herts. 
Dennis  Hillyard  Contact  Lens 
Supplies  Ltd,  55  Barton  Road,  Water 
Eaton  Estate,  Milton  Keynes,  Bucks 
Madden  Contact  Lenses,  Castleham 
Road,  St  Leonards-on-Sea,  East 
Sussex  TN38  9NB. 
Optimedic  Ltd,  24  East  Street, 
Farnham,  Surrey  GU9  7TJ. 
Distributors  Thomas  Christy  Ltd, 
North  Lane,  Aldershot,  Hants. 
Optrex  Ltd,  City  Wall  House,  Basing 
View,  Basingstoke,  Hants  RG21  2JP. 
Sauflon  Pharmaceuticals  Ltd,  16 

Concluded  opposite 
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Growth  in 
lens  care 


Concluded  from  p407 

for  thermal  disinfection  and  irrigation 

of  soft  lenses. 

Storage/soaking  solutions  are 
designed  to  make  lenses  as  near-sterile 
as  possible  given  the  necessary  handling 
involved  in  their  insertion  onto  the  eye. 
Storage  and  rinsing/wetting  solutions 
are  augmented  by  some  manufacturers 
with  a  rinsing  only  solution  which  is 
usually  cheaper  than  one  which  also 
has  a  storage/soaking  role,  and  some 
are  also  suitable  for  cold  or  thermal 
disinfection.  Some  wearers  will  require 
further  lubrication  when  lenses  are 
in  place. 

The  importance  of  not  selling  a 
hard  lens  solution  to  a  soft  lens  wearer 
cannot  be  overstressed.  And  companies 
suggest  that  pharmacists  take  the 
opportunity  of  reinforcing  opticians' 
and  lens  and  solution  manufacturers' 
recommendations  whenever  the 
occasion  presents  itself — though  few 
lens  wearer  will  be  inclined  to  stray 

Solution  suppliers/from  opposite 
Childs  Place,  Earl's  Court,  London 
SW5.  Distributors  Laboratories  for 
Applied  Biology  Ltd,  91  Amhurst 
Park,  London  N16  5DR. 
Smith  &  Nephew  Pharmaceuticals 
Ltd,  Bessemer  Road,  Welwyn  Garden 
City,  Herts. 

Titmus  Eurocon  Ltd,  Ashvill  House, 
Havant  Road,  Drayton,  Portsmouth 


from  their  opticians'  recommended 
regime. 

Should  soft  lens  wearers  complain 
that  their  cleansing  solution  is  no 
longer  effective  or  that  the  lenses  are 
filmed  over,  it  is  probably  time  the 
lenses  are  returned  to  the  prescribing 
optician  for  professional  cleaning. 

A  new  concept 

Sauflon  Pharmaceuticals  recently 
launched  Softab  as  a  new  concept 
in  soft  lens  care.  All  contact  lens 
solutions  are  a  compromise  between 
killing  'bacteria  and  destroying 
corneal  tissue,  they  say.  About  one- 
tenth  of  soft  lens  wearers  experience 
mild  discomfort  from  their  lenses 
which  is  often  caused  by  the 
preservatives  in  the  lens  solutions. 

Softah  is  claimed  not  to  cause 
these  problems.  One  effervescent 
tablet  (sodium  dichloroisocyanurate) 
is  added  to  10ml  of  non-preserved 
sterile  saline  in  the  lens  case  'and  the 
lenses  stored  there  overnight  or  for 


at  least  four  hours.  The  tablet 
releases  'chlorine  in  a  low 
concentration  of  3ppm.  The  lenses 
are  rinsed  'in  fresh  saline  before  being 
placed  on  the  eye. 

The  Softab  tablet  is  active  against 
E.  coli,  Candida  albicans,  Ps 
aeruginosa  and  Staphylococcus 
aureus,  and  <UV  absorption  studies 
have  shown  there  is  no  build  up  of 
chlorine  in  the  lens. 

Because  the  system  is  simple 
and  convenient,  Sauflon  believe  it  is 
less  likely  to  be  abused  by  the  user 
trying  to  take  short  cuts. 

The  company  believes  there  could 
be  a  move  towards  unit  dosage  of 
lens  solutions  to  minimise  patient 
abuse,  for  example,  by  leaving  the 
cap  off  the  bottle  or  topping  up  the 
solution  with  tap  water.  Salette  is 
already  in  unit  dose  sachet  form  and 
Sauflon  will  shortly  be  introducing 
similar  presentations  of  soaking 
solutions  for  bard  and  soft  lenses — 
Steri-soak  5ml,  Steri-sal  10ml  and 
Steri-soft  10ml.  They  have  also 
designed  a  new  lens  case  which  takes 
the  measured  unit  dose.  ■ 


The  Optique  range 
for  contact  lens 
wearers  is  now 
distributed  by 
Richards  &  Appleby 


MCL  PROVIDE  THE  SOLUTIONS... 


to  your  contact  lens  solution  problems 
from  the  largest  stocks  in  the  U.K. 


QUALITY       Contact  Reggie  Ormes,  MCL  Services  Ltd., 
[RELIABILITY   Castleham  Road,  St.  Leonards-on-Sea,  East  Sussex, 
TN38  9NB  or  telephone  Hastings  53381  -7 


SERVICE 


Total  Success.. 


Total-the  all-in-one 

contact  lens  solution 

Total  -  the  all-m-one  contact  lens  solution  Specially  formulated  for  the  on- 
the-go  contact  lens  wearer  too  busy  to  bother  with  a  multitude  of  bottles  And 
(or  the  experienced  wearer,  simply  anxious  to  discover  an  easier  alternative. 
An  overnight  soak  in  Total  disinfects  and  hydrales  the  lens  Daily  cleaning 
with  Total  helps  keep  lenses  clear,  while  the  occasional  drop  or  two  cushions 
the  lens  and  comforts  the  eye  What  could  be  simpler-for  you  or  your 
customer? 

Over  three  quarters  ol  all  the  contact  lenses  in  use  are  known  to  be  Hard 
lenses.  Total,  simple  to  use,  compact  to  display,  performs  all  the  functions 
once  requiring  the  use  of  three,  sometimes  lour,  different  solutions. 
Stock  Total,  and  consolidate  your  contact  lens  solution  section  Recommend 
Total,  lo  your  customers  wearing  hard  or  the  new  G  P  (Gas  permeable) 
lenses,  for  their  convenience,  comfort,  and  economy 


>q||€RG4N 


OAllergan  Limited  Fennels  Lodge,  St  Peters  Close.  Loudwater. 
High  Wycombe,  Bucks.  HP11 1JT  Tel:  Bourne  End(06285) 27778 

Main  distributor  for  pharmaceutical  trade(Pharmagen) 
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Lens  comfort-a  story 
of  constant  progress 

Anthony  F.  Clarke,  a  freelance  marketing  consultant 
with  a  special  interest  in  contact  lenses,  looks  at 
recent  lens  developments. 


The  short  history  of  contact  lenses  has 
been  one  of  continuous  development 
from  wearing  times  measured  in 
minutes,  to  all  day,  and  in  some  cases, 
successful  wear  lasting  several  weeks. 

Before  the  war,  contact  lenses  were 
made  of  blown  glass  covering  the 
greater  part  of  the  eye  (haptic  or 
sceral  design)  and  were  used  by  one 
or  two  medical  practitioners  in  the 
UK.  Even  with  these  earliest  lenses, 
a  solution  of  some  type  was  needed. 
They  were  either  mixed  by  the 
practitioner  himself  or  by  a 
pharmacist  from  a  prescription  issued 
by  the  practitioner,  and  were  based 
on  sodium  bicarbonate — sodium 
chloride  solutions.  The  function,  in 
addition  to  maintaining  the  vital 
"liquid  lens",  was  either  to  buffer  the 
eye  against  the  mechanical  effects  of 
the  lens,  or  to  "toughen"  the  tissues 
of  the  eye.  Indeed,  when  the  first 
commercial  contact  lens  solution 
appeared  on  the  UK  market,  its  main 
function,  as  described  in  the 
advertising,  was  to  toughen  the  eye. 
Such  has  been  the  rate  of  progress 
that  this  now  seems  an  extremely 
quaint  concept. 

Poly  m e t h y  1  m e t h ac ry  1  at e ,  PMM A, 
or  Perspex,  became  the  universal 
material  for  contact  lenses  after  the 
war.  It  was  discovered  that  this 
material  was  readily  accepted  by  the 
tissues  after  numerous  cases  of 
spontaneous  implantation  from 
fragments  of  aircraft  windscreens 
during  the  war. 

The  great  step  forward  in  contact 
lens  technology  took  place  in  the  early 
1950s  when  almost  simultaneously  in 
Germany,  Britain  and  the  United 
States  the  small  diameter  hard  contact 
lens  was  invented.  This  lens  was 
comparatively  easy  to  fit,  manufacture 
and  maintain,  and  represented  a 
dramatic  improvement  over  the 
haptic  type.  In  the  UK,  and  to  a 
lesser  extent  in  the  USA,  the  large 
haptic  lens  still  has  a  place  in  contact 
lens  practice,  although  it  'has  almost 
disappeared  in  the  rest  of  the  world. 

During  the  late  1950s  and  early 
1960s  a  great  deal  of  research  was 
conducted  by  major  pharmaceutical 


companies  into  the  requirements  for 
solutions  for  hard  contact  lenses.  It 
was  known  that  PM'MA  is  basically 
a  hydrophobic  material  and  that  tear 
fluid  does  not  flow  easily  over  the  lens. 
It  was  also  noted  that  lenses  become 
contaminated  in  general  use  and  that 
it  was  possible  to  culture  organisms 
from  dirty  lenses.  There  were,  however, 
comparatively  few  cases  of  serious 
eye  damage  from  contact  lens  wear. 

Lens  solutions 


Contact  lens  solutions  were 
therefore  designed  to  improve  the 
wetting  of  the  PM'MA  surface,  to 
clean  the  surface  of  the  lens,  and  to 
disinfect.  Some  manufacturers  chose 
two  solutions  to  carry  out  these 
functions,  and  others  went  as  far  as 
three.  In  some  ways,  the  complexity 
of  these  systems  was  self-defeating 
in  that  patients  soon  omitted  one  or 
other  of  the  solutions  and  thus  the 
system  broke  down.  The  problem  is 
overcome  by  multi-purpose  solutions. 

The  market  for  contact  lenses,  and 
therefore  the  number  of  contact  lens 
wearers,  is  defined  by  the  availability 
of  skilled  fitters.  In  the  1950s,  the 
numbers  were  extremely  small. 
With  the  Opticians  Act  1958 
and  the  establishment  of  the  General 
Optical  Council,  it  was  confirmed 
that  all  opticians  had  the  right  to  fit 
lenses.  Supplementary 
examinations  were  introduced  by  the 
professional  organisations  and 
gradually  contact  lens  practice  was 
introduced  into  the  qualifying 
examinations  for  all  new  opticians. 
A  small  number  of  medical 
practitioners  also  fit  lenses. 

The  result  of  this  growth  in 
manpower,  together  with  the 
availability  of  new  materials  and  lens 
designs  which  have  dramatically 
improved  the  efficiency  of  contact 
lens  fitting,  has  given  a  substantial 
boost  to  the  market. 

In  the  early  1960s,  research  in 
Czechoslovakia  by  Dr  Otto  Wichterle 
and  Dr  'Drahosla  Urn  produced  the 
first  soft,  or  hydrophilic  plastic,  poly 
hydroxyethylmethacrylate  (HEMA), 


and  during  the  next  decade  several 
others  appeared  on  the  world  market. 
Basically,  these  plastics  are  suitable 
for  machining  or  casting  in  a  hard 
state  to  the  accurate  dimensions 
required  by  contact  lens  practitioners, 
and  after  soaking  in  saline  they 
become  soft.  It  was  first  thought  that 
the  soft  contact  lens  would  completely 
replace  the  established  PM'MA  lens, 
however,  the  UK  market  appears  to  be 
about  60  per  cent  hard  and  40  per 
cent  soft.  It  was  also  thought  that  as 
these  lenses  were  wet  they  would 
offer  a  dangerous  breeding  ground 
for  micro-organisms.  There  are  two 
schools  of  thought  regarding  the  care 
of  these  lenses  and  the  proper  method 
of  sterilisation. 

The  first  method  used  was  heat 
sterilisation,  whereby  the  patient 
placed  the  lenses  in  a  small  heater 
with  saline  and  "boiled"  them.  This 
was  thought  to  be  a  safe  method,  but 
its  detractors  pointed  out  that  the 
temperature  within  the  case  does  not 
rise  to  boiling  point  and  that  several 
organisms  can  survive  this  procedure. 
Also,  the  method  tends  to  "cook" 
protein  deposits  on  to  the  surface  of 
the  lens  and  greatly  reduce  the  useful 
life  of  the  lens. 

The  second  method  used  chemical 
systems,  which  in  clinical  trials  have 
been  proved  to  be  effective  sterilisers, 
but  once  again  detractors  have  pointed 
out  that  there  are  problems  with 
allergic  response  to  the  chemical  used 
and  the  possibility  of  patient  abuse. 

There  are  now  so  many  soft 
materials  available  that  it  is  not 
possible  to  state  categorically  that  all 
sterilisation  methods  are  suitable  for 
all  lenses.  It  has  been  found  that  some 
systems  will  cause  irrevocable  damage 
to  some  lenses. 


Oxygen  needs 

Experimental  work  with  human  and 
animal  eyes  has  given  a  greater 
understanding  of  the  requirements  of 
the  cornea.  The  cornea  in  normal 
health  has  no  blood  vessels  and,  as 
living  tissue,  its  oxygen  supply  must 
come  through  tears  and/or  its 
exposure  to  the  atmosphere.  It  had 
been  known  for  some  time  that  the 
small  hard  contact  lens  produced 
oxygen  deprivation  in  the  cornea 
resulting  eventually  in  oedema,  with 
the  patient  having  to  discontinue  wear. 

This  syndrome  is  thought  to  be 
the  reason  why  contact  lens  wearers 
have  been  restricted  to  about  ten 
hours  per  day.  Within  the  last  five 
years,  research  in  Britain,  America 
and  lapan  has  produced  new  plastics 
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which  apparently  allow  oxygen  to 
pass  through  these  lenses  to  the  eye. 
These  new  plastics  have  either  been 
based  on  cellulose  acetate  hutyrate, 
or  on  silicone  rubber. 

The  CAB — cellulose  acetate 
butyrate — lenses  have  been  used  in 
America,  Germany  and  Britain  with 
a  great  deal  of  success,  especially 
with  patients  who  have  had  problems 
with  hard  or  soft  lenses.  Generally, 
patients  have  obtained  longer  wearing 
times  than  previously,  and  the 
symptoms  thought  to  be  due  to  oxygen 
deprivation  greatly  reduced. 

Silicone  rubber  lenses  have  had 
a  chequered  history  in  Europe, 
however,  great  success  has  been 
reported  with  one  particular  type 
in  the  USA.  More  recently,  a  new 
group  of  materials  has  become 
available  consisting  of  mixtures  of 
various  plastics,  but  using  silicone  to 
impart  a  measure  of  oxygen 
transmission  to  the  materials. 
Impressive  results  have  been  reported 
with  these  new  materials.  However, 
they  do  have  various  drawbacks  in 
that  they  are  difficult  to  manufacture 


when  compared  with  PMMA,  and 
require  great  care  by  the  patient. 

With  almost  60  different  solutions 
available  on  the  market,  it  is  natural 
that  these  solutions  should  be  tried 
with  these  new  materials  before  any 
attempt  is  made  to  develop  specific 
new  products.  It  has  been  found  that 
most  hard  lens  solution  systems  are 
compatible  with  these  new  oxygen 
permeable  materials,  and  that  the 
simpler  one-solution  methods  are  as 
efficient  as  anything  else. 

For  over  a  decade,  practitioners  in 
various  parts  of  the  world,  especially 
those  dealing  with  medical  patients, 
have  been  investigating  the  possibilities 
of  continuous  wear  of  contact  lenses. 
The  concept  would  apparently  have 
considerable  attractions  for  the 
post-cataract  patient,  especially  with 
infants  or  the  elderly  who  cannot 
handle  the  lenses  on  a  daily  basis. 
However,  the  idea  of  continuous 
wear  of  contact  lenses  has  an  attraction 
for  the  general  public,  and  the 
dispensing  of  these  lenses  has  caused 
considerable  concern  in  medical  circles 
as  to  the  long  term  effects. 


Other  products 

By  the  end  of  the  year,  Optrex  will 
have  spent  £400,000  on  consumer 
magazine  advertising  and  the  Miss  Eye 
Dew  1980  competition  is  now  nearing 
the  entry  closing  date  of  September  30. 
Optrex  estimate  the  brand  has  86  per 
cent  of  its  market  and  credit  their 
individual  percentage  brand  shares  as: 
Optrex  lotion  &  drops  60,  Eye  Dew  13, 
Crystal  Clear  drops  13,  Clearine  4. 

Their  slice  accounts  for  a  £0.9m 
share  of  the  UK  eye  care  market  now 
estimated  at  about  £6m  rsp  (up  15  per 
cent  on  last  year).  According  to 
Optrex,  the  chemist  share,  including 
Boots,  of  the  market  is  high — about 
86  per  cent. 

In  eye  treatments,  Ciba-Geigy  say 
Otrivine-Antistin  has  a  15  per  cent 
share  of  the  total  anti-inflammatory 
eye  drop  market  rising  to  a  20  per 
cent  share  when  steroidal  preparations 
are  excluded.  About  half  of  their 
£215,000  a  year  sales  is  accounted  for 
by  pharmacy  recommendation. 


People  are  different— 
so  are  Contact  Lens  Solutions! 


Help  your  customers  to  obtain  the 
best  results  from  their  contact  lenses  by^-- 

stocking  the  Focus  range  of  solutions  for  soaking,  cleaning  &  wetting. 
Focus- for  a  range  of  contact  lens  solutions  as  individual  as  your  customers. 

Focus  Contact  Lenses 

Northbridge  Road,  Berkhamsted,  Herts  HP4  1  EH  Telephone  (04427)  74326 


Chemist  &  Druggist    13  September  1980 


411 


EYE  CARE 


The  chemists' 
vital  role 


by  Davis  Berberian,  Managing 
Director,  Allergan  Ltd 

It  is  now  universally  accepted  by 
contact  lens  practitioners  that  solutions 
are  required  for  proper  maintenance 
of  all  types  of  lenses.  Practitioners 
may  have  their  own  particular 
favourites,  and  usually  supply  the 
patient  with  a  starter  pack  when  the 
lenses  are  dispensed. 

The  original  and  consistently 
popular  hard  lenses  manufactured  from 
PMMA  were  fairly  easy  to  maintain 
and  the  care  procedures  could  be 
abused  or  neglected  by  the  patient  with 
relative  impunity.  The  advent  of  the 
soft  contact  lens,  and  more  recently 
the  oxygen  permeable  hard  lenses,  has 
removed  the  security  of  "fail/safe" 
PMMA.  These  new  materials  must  be 
treated  with  care  and  a  proper  routine 
followed  by  the  patient,  or  the  lenses 
will  be  unwearable  in  a  short  time. 


There  are  comparatively  few  full 
time  contact  lens  practitioners  in  the 
UK,  and  patients  are  prepared  to 
travel  considerable  distances  for 
examinations,  fitting  and  follow-up. 
However,  it  may  not  be  convenient 
to  travel  many  miles  to  obtain 
routine  supplies  of  contact  lens 
solutions.  This  is  Where  the  pharmacist 
assumes  a  vital  role.  There  are  almost 
twice  as  many  pharmacies  in  this 
country  as  there  are  opticians,  and 
quite  frequently  chemists  are  in  the 
more  convenient  High  Street  locations. 
Also  chemists  tend  to  be  open  at 
more  convenient  hours. 

There  are,  however,  several 
problems  facing  the  pharmacist  Who 
recognises  the  'importance  of  servicing 
the  one  million  plus  contact  lens 
wearers  in  the  UK.  The  first  problem 
■is  concerned  with  identifying  the 
product  required  by  the  contact  lens 
wearer,  and  the  second  is  to  supply 
it  from  the  wide  range  available. 

There  are  50  or  60  solutions 
available  on  the  market  and,  as  many 
of  these  have  similar  sounding  names, 
it  is  a  reasonable  c'heck  to  ask  to  see 
the  patient's  current  pack  or  bottle. 


It  is  probably  not  a  good  idea  to 
substitute  individual  solutions  which 
are  part  of  a  two  or  three  solution 
system  because  incompatibility 
problems  can  result.  If  substitution  is 
required,  for  hard  or  the  modern 
oxygen  permeable  materials,  it  is  safe 
enough  to  offer  a  one  solution  system 
such  as  Total  to  carry  out  the  functions 
of  cleaning,  disinfecting  and  wetting. 
Great  care  must  be  taken  with  products 
for  soft  contact  lenses,  and  a  rigid 
rule  of  "replacement  only"  should  be 
applied. 

It  is  worthwhile  noting  that  some 
patients  may  ask  for  distilled  water 
for  preparing  saline  for  boiling  soft 
contact  lenses  as  a  sterilisation 
procedure.  Only  the  highest  grade  of 
distilled  water  should  be  supplied,  as 
small  quantifies  of  impurities  may 
contaminate  the  lenses. 

A  pharmacist  would  be  well  advised 
to  stock  a  small  range  of  the  more 
popular  solutions  and  a  one  solution 
system  for  hard  contact  lenses.  Happily, 
there  are  several  contact  lens  solution 
wholesalers  in  the  UK  who  are  prepared 
to  give  a  service  on  individual  orders 
to  pharmacists. 


Simple  and  Safe 

The  Sauf  Ion  regime  of  contact  lens  care 


Simple  and  safe  to  recommend  -  the  unit  dose. 
Simple  and  safe  to  use  -  the  unit  dose. 
All  our  solutions  are  tried  and  trusted. 
Our  commitment  to  the  contact  lens  wearer  did  not 
end  there.  We  have  spent  16  years  of  group  research 
simplifying  their  use,  and  the  task  of  recommendation 
by  you,  the  chemist.  With  the  knowledge  that  all  our 
products  are  compatible  with  ALL  known  makes  of 
lens,  You  now  have  the  added  bonus  of  being  able  to 
offer  the  ultimate  in  simplicity -the  unit  dose  in  sachet 
form.  Take  for  example  Softab,  the  new  daily  cold 
disinfection  regime  from  Sauflon  Pharmaceuticals,  for 
all  soft  contact  lenses.  It  is  effective,  safe,  simple  and 
convenient. 

•  .Effective:  Tests*  have  shown  all  common 
pathogens  rendered  harmless  in  less  than  15  minutes. 

•  Safe:  Avoids  problems  of  patient  sensitivity  to 
solution  preservatives  and  the  build-up  of 
preservatives  in  the  lenses. 

Avoids  build-up  of  denatured  protein  on  lenses 
surfaces  by  repeated  thermal  disinfection. 

Prevents  accidental  gross  bacterial  contamination 
of  lenses  by  the  occasional  wearer  due  to  use  of  old, 
opened  bottles  of  solution  in  which  preservatives  have 
ceased  to  be  effective. 

®  Simple:  Full  use  has  been  made  of  the  unit  dose  in 
both  sachet  and  tablet  form.  This  minimises  mistakes 
and  confusion. 

"School  of  Pathology,  Middlesex  Hospital.  Tests  carried  out  in 
5ml  of  solution. 


•  Convenient:  The  unit  dose  combined  with  the 
special  Softab  case  makes  for  a  compact  and 
portable  system. 

This  is  in  contrast  to  the  problems  encountered  by 
practitioners  and  contact  lens  wearers,  as  it  has  been 
recognised  for  a  long  time  that  contact  lens  disinfecting 
solutions  are  a  compromise  between  effective 
bactericidal  action,  and  sensitivity  to  solution 
preservatives. 


Until  recently,  the  only  way  to  overcome  this  was 
thermal  disinfection.  Even  this  had  its  problems. 
In  repeated  treatments,  the  denatured  protein  was 
cooked  on  to  the  lens.  This  in  turn  needed  strong  and 
sometimes  harsh  periodic  cleaning  programmes 
that  not  only  removed  the  debris,  but  also  a  minute 
part  of  the  lens  surface  with  it.  The  regime  also  proved 
inconvenient  and  time-consuming. 
Everything  needed  for  this  safe  and  simple  Softab 
regime  has  been  included  in  an  introductory  Softab 
Pack  for  new  and  existing  contact  lens  wearers: 
30  x  10ml  sachets  of  Salette 
16  x  1  Softab  tablets  in  prewrapped  strip  form 
1  soft  contact  lens  case 
1  Softab  extension 

1  x  20ml  bottle  of  Steri-solv  for  periodic  cleaning 
All  of  the  above  items  are  also  available  separately. 
For  further  information  on  the  Sauflon  range  and  a  list 
of  distributors,  please  contact: 

Sauflon  Pharmaceuticals 

Division  of  Contact  Lenses  (Mfg)  Ltd 

16  Childs  Place 

London  SW5  9RX 

Telephone  01-373  6607 


S4JFLON 
Pri/IRMAIEUTIGIS 
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$3 


CLEANOGEL 
Simplicity  with  perfection 

Effective 

Clean-O-Gel  is  an  enzyme  cleaner  which  efficiently  removes  organic  deposits 
horn  soft  contact  lenses  and  prevents  the  build-up  of  these  deposits. 

Dissolves  rapidly 

Being  a  powder,  Clean-O-Gel  dissolves  quickly  and  easily. 

Odour  free     Simple  to  handle    Completely  safe 

The  Total  System 

When  used  with  the  Preflex-Flexsol-Nonnol  regime,  Clean-O-Gel  provides 
your  patients  with  a  complete  soft  lens  care  system,  combining 
simplicity  with  perfection. 

bp  Burton  Parsons 

Imperial  Way  Watford  Herts  WD  2  4 YR 
Tel  (0923)  46133/6  Telex  923709 
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FUTURO 

Support  where  you  need  it 


nmitao',  awya  »•»  «"»■»■. 


Next  time  you're  asked  practical  advice  about 
anything  from  a  sprained  wrist  to  backache, 
you  can  answer  in  a  word . . .  FUTURO 


Futuro  is  a  complete  range  of  modern  body  braces  and  support 
hosiery  proven  in  use  in  the  United  States,  and  steadily  gaining 
recognition  among  medical  professionals  in  the  United  Kingdom. 

Each  product  is  scientifically  designed  to  give  positive  support 
while  being  lightweight  and  comfortable  to  wear  during  normal, 
everyday  activity.  Futuro  can  be  the  simple  answer  that  you  can 
recommend  for  back  trouble,  hernia,  aches  and  pains  in  elbows,  wrists, 
knees  and  ankles,  and  for  varicose  veins. 

FUTURO  SUPPORT  FOR  YOU  TOO! 

A  comprehensive  programme  of  exhibitions  and  demonstrations  is 
bringing  Futuro  to  the  notice  of  more  and  more  health  experts  and 
authorities.  That  means  more  recommendations,  and  more  profitable 
business  for  you. 

The  Futuro  range  comes  with  a  convenient  display  stand  and 
informative  leaflets  -  at  no  cost  to  you.  Depending  on  your  ability  to 
stock,  Futuro  is  available  in  a  choice  of  introductory  sales  packages. 

For  more  information  on  the  benefits 
Futuro  can  bring  you,  telephone  Bicester 
(08692)  45940,  or  write  to  Mary  Smith, 
Dept.  CD6,  Doylecroft,  Lairg  House, 
Chapel  Street,  Bicester,  Oxon 


Distributed  in  the  UK  by  Jackel  International  (UK)  Limited. 


FUTURO 

HEALTH  SUPPORTS 

Support  where  you  need  it. 


To  the  Medical  Profession 


shampoo 

an  effective  safe 
alternative  to 
selenium  sulphide 


ideal  for  greasy  hair 


iynogiit 
is  available  through  all 
normal  wholesale  channels 

Sole  distributors  are 
FARIILQN  LTD  BRYANT  AVENUE,  ROMFORD,  ESSEX. 

Teh  INGREBOURNE  711.36 


Maltown  Limited 

P.O.  Box  53  Harrogate 

North  Yorkshire  HG2  ONH  England 


The  Triangle  Trust  helps  people  of  the 
Pharmaceutical  Industry 

The  Triangle  Trust  1949  Fund  is  an  independent  charitable 
trust  administered  by  a  Board  of  Trustees.  Its  primary  aim  is 
the  relief  of  hardship  or  distress  in  the  case  of  people  and  their 
dependents  employed,  or  formerly  employed  in  the  pharmaceu- 
tical industry  in  Great  Britain  and  the  British  Commonwealth. 
Such  relief  may  include  assistance  with  the  educational  expen- 
ses of  children. 

TTie  Trustees  are  also  prepared  to  consider  applications  for 
financial  assistance,  beyond  the  scope  of  an  employer's  respon- 
sibilities, with  education  or  training  in  general  subjects,  includ- 
inc  music  and  the  arts. 

For  additional  information,  or  to  apply  for  assistance,  write  to: 
The  Secretary,  Dept  CD,  The  Triangle  Trust  1949  Fund, 
Clarges  House,  6-12  Clarges  Street.  London  WIY  8DH. 


_/y  stem  80 


continental  style  shopfittings  designed  for  today's  Pharmacy 
plus  full  service  -  complete  installations 
olhey  bros  ltd,  interplan  house,  northbridge  road, 
berkhamsted,  hen's  hp4  leg 
^BB  free  colour  brochure  04427-5417/9 
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Sharp  sell  more  electronic  cash  registers 
than  anyone  else.  / 


It  may  come  as  a  surprise  to 
know  that  Electronic  Cash 
Registers  designed  and  manu- 
factured by  Sharp  outsell  every 
other  make.  Retailers  all  over  the 
country  are  discovering  that  the 
Sharp  range,  with  its  nationwide 
service,  is  the  best  there  is. 


Take  the  new,  ER1 872  as  an  example.  It 
offers  comprehensive  and  flexible  manage 
ment  reports  which  can  be  customized 
to  meet  the  needs  of  your  particular 
business.  This  means  that  it  helps  you  a 
run  your  business  the  way  that 
suits  you-you  don't  have  to 


adapt  to  suit  the  machine. 
This  is  true  for  all  the  range,  which  has  been  specifically  designed 


to  meet  any  retailing  requirement. 

Don't  take  our  word  for  it,  see  them 
IllSiSt  OH    f°r  yourself.  Fill  in  this  coupon  now  and 
we'll  arrange  an  introduction,  at 
no  charge! 


r 


Audio,  Video.  Business  Systems 
Calculators,  Cash  Registers, 
Copiers,  Microwave  Ovens, 


Cash  Register  Division 

Sharp  Electronics  (UK)  Limited, 
357Uxbndge  Road,  Southall,  Middlesex, 
Tel:  01-571  2157 


I 
! 

L 


Please  arrange  for 
a  Registered  Sharp  Distributor 
to  give  me  a  FREE  demonstration  of  the  Sharp  range 

Name  

Company  

Address 


CD13/9 


Tel, 


SHARP  ELECTRONICS  (UK)  LTD.,  367  Uxbndge Road,  Southall.  Middlesex  Tel  01  5712157 


NEWS 
EXTRA 


Unichem  plan 
US  study  tour 

Unichem  have  announced  plans  for  a 
members-only  study  tour  of  pharmacies 
in  the  United  States,  following  the 
recent  "Round  the  World  mission. 

The  tour  will  take  place  May  14-29, 
1981,  and  include  visits  to  Philadelphia, 
New  York,  Washington  DC,  Phoenix, 
Las  Vegas,  San  Francisco  and  Los 
Angeles. 

Announcing  details  of  the  US  tour, 
Peter  Dodd,  managing  director  of 
Unichem  said:  "The  North  American 
pharmacist  still  leads  in  applying 
modern  systems  and  merchandising 
methods  to  his  business  particularly  in 
relation  to  OTC  selling. 

"Unichem  members  who  went  on 
the  round  the  world  study  tour  have 
suggested  that  more  time  was  needed 
in  the  US.  Consequently,  we  have 
planned  a  further  opportunity  for 
Unichem  shareholders  to  study  at  first 
hand  the  impact  of  modern  methods  on 
pharmacy,  and  also  how  to  exist  in 
what  is  probably  the  most  competitive 
retail  environment  in  the  world." 

The  total  cost  of  the  tour,  which 
departs  from  London  and  includes 
sightseeing,  will  be  £829  per  person. 
It  covers  first  class  hotel 
accommodation,  economy-class  nights, 
excursions,  and  various  cocktail 
receptions. 


Golf  finalists 


Names  have  now  been  announced 
of  the  30  pharmacists  who  have 
qualified  to  compete  in  the  finals  of  the 
"Pharmacist  Golfer  of  the  Year 
Tournament  "at  Hawkstone  Golf  Club 
near  Telford,  Shropshire,  on  September 
24.  The  tournament,  now  in  its  fourth 
year,  is  sponsored  jointly  by  Unichem 
and  Colgate-Palmolive,  the  winner  of 
which  will  be  awarded  the  Unichem 
Trophy  plus  replica,  and  a  prize 
donated  by  Colgate-Palmolive.  There 
will  be  additional  prizes  of  golf  bags, 
holdalls  and  golf  balls.  Ian  MacFadyen 
of  Kelvinside,  Glasgow — twice  winner 
of  the  tournament — will  again  be 
defending  his  title. 

The  finalists,  from  all  over  the  UK 
and  from  almost  all  branches  of  the 
profession  are:  Mr  T.  H.  Carson  of 
Lockerbie,  Dumfriesshire;  Mrs  J. 
Stockham,  Clavering,  Essex;  Mr  T.  V. 
Heatherington,  Glenavy,  co  Antrim; 
Miss  S.  Coster,  Glasgow;  Mrs  S.  M. 
Sidey,  Glasgow;  Mr  H.  Reynolds, 
Doncaster,  Mr  J.  L.  Mason,  Heme 


Bay;  Mr  I.  B.  Morris,  Liverpool;  Mr 
C.  W.  Allansen,  Charles  Allansen  Ltd, 
Glamorgan;  Mr  R.  C.  Cooper, 
Peterborough;  Mr  J.  A.  Forward, 
Edwinstowe,  Notts;  Mr  N.  Fergusson, 
Altrincham,  Cheshire;  Mr  C.  Butchart, 
Buckhaven,  Fife;  Mr  D.  Libiszewski, 
Macclesfield,  Cheshire;  Mr  D.  Ludzker, 
Liverpool. 

Mr  R.  J.  P.  Good,  Alresford, 
Hants;  Mr  B.  Tuck,  Brian  Tuck  Ltd, 
Usk,  Gwent;  Mr  K.  Hyde,  Wakefield, 
W.  Yorks;  Dr  A.  Davidson,  Glasgow; 
Mr  M.  I.  Bligh,  Leeds;  Mr  A.  F. 
Powrie,  Ipswich,  Suffolk;  Mr  P.  N. 
Clark,  St  Helens,  Merseyside;  Mr  F. 
Donnelly,  Burford,  Oxon;  Mr  F. 
Hamilton,  Renfrew,  Scotland;  Mr 
C.  E.  Allan,  Edinburgh;  Mr  D.  B. 
Brook,  Mirfield,  Yorks;  Mr  M  Kaye, 
Willaston,  Wirral;  Mr  S.  K.  Brown, 
Balby,  Doncaster  and  Mr  I.  Thomson, 
High  Street,  Methil,  Fife.  ■ 


Perfumes  'fraud  plot 
would  have  made  £2m' 


A  plot  to  make  and  market  fake 
replicas  of  famous  perfumes  would 
have  netted  profits  of  £2m  if  successful, 
a  jury  of  St  Albans  Crown  Court  was 
told  on  Monday. 

Mr  James  Wadsworth,  prosecuting 
six  men  who  pleaded  not  guilty  to 
conspiracy  to  defraud,  said  the  plot 
was  "A  major  operation  intended  to 
catch  the  1978  Christmas  trade  and 
also  carry  it  on  later."  The  six  were 
Ian  Dolan,  of  Waltham  Abbey; 
Melvyn  Goldman  of  Romford;  Barry 
Goldman  of  Woodford;  Ernest  Collins 
of  Newbury  Park;  Jeffrey  Dent  of 
Ilford  and  Alan  Duggan  of 
Streatham. 

Mr  Wadsworth  said  there  had  been  a 
conspiracy  to  carry  out  "two  very 
major"  frauds  by  producing  replicas 
of  Joy  and  Miss  Dior  so  good  in 
appearance  that  they  would  be  passed 
off  to  the  unsuspecting  public  as  the 
real  thing.  Only  Mr  Dolan  was 
accused  over  the  Miss  Dior  perfume. 

A  potential  200,000  bottles  of  Joy 
were  involved,  valued  at  more  than 
£3  million  for  the  "real  thing."  The  fake 
at  the  lesser  prices  proposed  by  the 
defendants  would  have  netted  them 
something  like  £2m,  less  what 
everybody  else  in  the  chain  would 
have  taken.  The  trial  continued  as 
C&D  went  to  press.  ■ 


Conference  travel 


As  C&D  went  to  press  it  was  learned 
that  the  motorway  approach  to 
Newcastle,  north  of  the  Tyne  Bridge, 
will  be  closed  on  Sunday,  September 
14.  BP  Conference  members  w:ill  be 
unable  to  follow  the  signposted  route 
on  that  day  only.  ■ 


LETTERS 


Azathioprine 


Mr  B.  W.  Burt,  Mr  R.  J.  Green  and 
Dr  N.  D.  Harris,  in  their  recent 
article  entitled  "Clinical  pharmacy 
refresher  course :  Diseases  of  the 
joints,  part  1"  (C&D,  pi 03 8,  June  14) 
make  an  unqualified  claim  that  "Certain 
antineoplastic  drugs,  eg  azathioprine, 
may  rarely  be  needed  in  an  otherwise 
uncontrolled  acute  exacerbation.  They 
are  carcinogenic  and  bone-marrow 
depressant,  and  should  only  be  used 
lin  the  short  term  and  with  careful 
supervision". 

This  is  a  sweeping  statement  and  is 
not  consistent  with  the  statement 
made  in  the  Imuran  datasheet.  The 
company  is  therefore  bound  to  request 
information  from  the  authors 
justifying  their  categorical  statement 
that  azathioprine  is  carcinogenic. 

Severe  rheumatoid  arthritis  is  an 
approved  indication  for  Imuran.  The 
literature  indicating  the  role  that  the 
drug  has  in  the  treatment  of  that 
condition  is  available  on  request. 
Dr  B.  J.  O'Mahony 
Medical  adviser,  scientific  services 
division, 

Wellcome  Foundation  Ltd. 
The  authors  reply :  "This  was  too 
sweeping  a  statement  and  the  position 
is  well  stated  in  the  data  sheet  for 
Imuran.  However,  all  of  this  group  of 
drugs  suppress  the  bone-marrow  and 
are  immunosuppressive.  There  is  also 
a  small  possibility  that  they  may 
increase  the  incidence  of  certain  kinds 
of  tumour.  They  are  thus  to  be  used 
with  great  care  in  a  disease  such  as 
rheumatoid  arthritis  lin  which  long 
term  treatment  is  the  rule.  Reference : 
Br  Med  J.  (1968)  2,  746-748."  ■ 


Postscript 


I  went  into  one  of  the  leading 
c'hem'ists  lin  Wolverhampton  and  asked 
the  assistant  for  a  large  tube  of  Anad'in 
tablets,  some  of  which  1  saw  on  the 
shelves  behind  the  counter. 

I  was  told  I  couldn't  have  a  large 
tube  because  the  pharmacist  was  at 
lunch,  but  I  could  have  a  small  tube, 
about  half  the  size,  but  at  more  than 
half  'the  price. 

I  asked  if  I  could  have  six  small 
tubes  'and  was  told  ye's.  'Needless  to 
say  I  left  the  'shop  without  purchasing 
any. 

How  crazy  can  this  country's 
regulations  get — or  is  this  another  of 
the  equally  crazy  EEC  regulations. 
Letter  to  Express  and  Star 
(Wolverhampton). 
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BUSINESS  NEWS 


Discounts  bring  Macarthys 
customer  loyalty 


Polarisation  of  retail  pharmacists' 
buying  potential  to  gain  maximum 
discount  advantage  has  reduced  the 
number  of  customers  served  by 
Macarthys  Pharmaceuticals  Ltd — but 
has  produced  a  substantial  increase  in 
the  number  using  the  company  as  their 
prime  source  of  supply. 

That  is  stated  by  Mr  A.  L.  Slow, 
managing  director,  in  his  review  of 
the  group's  trading  activities  in  the 
year  ended  April  30.  Mr  Slow  blames 
pharmaceutical  manufacturers  for 
difficulties  faced  in  retailing:  "In  our 
opinion  they  failed  to  recognise  the 
realities  of  what  was  happening  in  the 
market  and  assumed  that  the  presence 
of  discounts  was  a  strong  indication 
that  they  could  reduce  distribution 
margins.  Their  action  has  resulted  in 
the  terms  of  trading  having  to  be 
changed  to  the  disadvantage  of  the 
retailer". 

Profits  down 

The  pharmaceutical  distribution  part 
of  the  group  (Macarthys  Ltd  and 
Farillon  Ltd)  showed  profits  down 
by  one-fifth  to  £2.4m  but  turnover  up 
by  a  quarter  at  £1 14.1m. 

A  similar  pattern  emerged  in 
retailing  (Savory  &  Moore  Ltd)  where 
turnover  was  up  19  per  cent  to  £1 6.76m 
with  profits  reduced  by  13  per  cent  to 
£531,000— a  profit-to-sales  ratio  of  312 
against  4.3  the  previous  year. 

S&M  are  moving  towards  larger 
units — "our  market  research  confirms 
that  this  is  what  the  public  want."  A 
further  seven  businesses  were  acquired 
during  the  year,  bringing  the  total  to 
68;  average  turnover  was  £215,000 
against  £180,000  in  the  previous  year. 

The  report  sets  recent  increases  in 
NHS  remuneration  against  the  prospect 
of  a  new  discount  inquiry  and 
increased  prescription  charges.  "It  is 
clear  that  there  is  now  a  certain  amount 
of  patient  resistance  to  the  cost  of 
prescriptions,"  writes  Mr  Slow.  He 
goes  on:  "Unless  the  adequacy  of 
remuneration  is  recognised  and  is 
made  the  subject  of  more  frequent 
review  there  will  inevitably  be  a  further 
decline  in  the  number  of  smaller 
pharmacies  to  the  detriment  of  the 
public."  On  counter  business,  Mr  Slow 
comments:  "Wide  product  ranges  in 
small  shops  do  not  lend  themselves 


easily  to  merchandising  and  the 
creaming-off  of  business  to  short-line 
stockists  has  undoubtedly  gathered 
momentum." 

While  Mr  Slow  points  out  that 
Macarthys  cannot  entirely  escape  the 
consequences  of  the  recession,  Mr 
A.  R.  Ritchie,  in  his  chairman's  report, 
stresses  that  the  group  has  achieved 
significant  sales  volume  growth  and 
that  the  25  per  cent  gain  in 
pharmaceutical  distribution  is 
"certainly  over  the  increase  in  the 
market."  The  manufacturing  division 
showed  a  profit  of  £48,000  on  the 
year  after  a  first-half  loss  of  £65,000 
and  is  looking  forward  to  greater 
success  following  completion  of  major 
building  work. 

In  a  five-year  review,  the  report 
shows  the  group's  first  fall  in  profits 
(to  £3. 152m  from  £3. 777m)  over  the 
period— up  from  £2.478  in  1976.  Sales 
in  the  period  have  risen  from  £60m 
to  more  than  £148m. 

The  report  notes  that  Sir  Hugh 
Linstead  will  retire  from  the  board 
this  month  and  that  Mr  Ritchie  will 
retire  from  his  executive  role  in 
February  1981,  Mr  Slow  becoming 
chief  executive.  A  final  Ordinary 
dividend  of  4.5p  is  recommended, 
bringing  the  total  to  6.5p  (same).  ■ 

Board  changes 
at  E.  Moss 

E.  Moss  Ltd  have  announced  changes  in 
the  company's  management  structure 
in  consequence  of  Mr  H.  G.  Moss  and 
Mr  G.  J.  Harvey  relinquishing  their 
day-to-day  executive  commitments.  Mr 
Moss  continues  to  hold  the  post  of 
chairman,  and  Mr  Harvey  has  been 
appointed  deputy  chairman. 

The  new  board  structure  is:  — 
Chairman  H.  G.  Moss,  OBE,  FPS; 
deputy  chairman  G.  J.  Harvey,  DFC, 
MPS;  managing  director  H.  S.  Wood, 
JP,  MPS;  Merchandise  director  P.  T. 
Harvey,  MPS;  operations  director 
D.  D.  Watts,  MPS;  retail  director  and 
superintendent  pharmacist  B.  M. 
Andrews,  MPS. 

Two  further  executive  pharmacists, 
Miss  Caryl  Hall  and  Mr  Michael 
Line,  join  Mr  Tony  Phillips  in  the 
newly  formed  retail  division  controlled 
by  Mr  B.  M.  Andrews.  ■ 


Recession  affects 
Ciba-Geigy 

Sales  of  the  Ciba-Geigy  UK  group 
during  the  first  half  of  1980  amounted 
to  £220m,  compared  with  £190m  in 
the  same  period  last  year. 

Although  this  represents  an 
increase  of  116  per  cent  during  the 
first  six  months,  sales  declined  in  the 
second  quarter  and  were  only  slightly 
higher  than  those  of  the  corresponding 
period  last  year.  Total  sales  for  the 
year  are  forecast  to  be  little  better  than 
those  achieved  in  1979.  Earnings 
have  not  covered  increased  costs 
incurred  during  the  half-year,  and  the 
UK  group  expects  1980  trading  profit 
to  be  down  on  1979. 

UK  group  chairman,  Mr  Allan 
Rae,  comments:  "The  effects  of 'the 
worldwide  recession  have  been  felt 
throughout  the  group,  particularly 
by  the  industrial  divisions.  Furthermore, 
Ilford  Ltd  will  incur  exceptional  costs, 
because  of  restructuring  which 
involves  the  phased  closure  of  its 
Essex  sites,  in  addition  to  its 
anticipated  1980  trading  losses. 

"In  the  light  of  these  adverse 
conditions,  discussions  are  taking  place 
with  Ciba-Geigy  Ltd,  Basle,  to  ensure 
.that  the  capital  structure  of  the 
Ciba-Geigy  UK  group  is  appropriate 
for  the  forthcoming  years."  ■ 

Metal  Box  job  losses 

Metal  Box  are  to  close  down  three 
factories,  with  the  loss  of  at  least 
1,260  jobs. 

The  factory  in  Winsford,  Cheshire, 
will  close  towards  the  end  of  this 
year,  and  the  Rochester  factory  closure 
is  planned  for  next  March.  Both  of 
these  manufacture  cans  for  beer,  soft 
drinks  and  food. 

Production  in  the  London  area  is 
to  be  consolidated  with  the  closure 
of  the  Hackney  factory,  which  is  one 
of  the  general  line  division,  making 
containers  for  the  chemical  and 
pharmaceutical  industries,  among 
others.  The  company  hopes  to  find 
work  for  the  Hackney  workers  in  the 
division's  other  factories.  ■ 

Metal  Closures  slip 

Half-yearly  figures  for  Metal  Closures 
Ltd  showed  an  increase  of  £4  million 
in  the  group's  sales  to  £33. 7m,  but 
profits  slipped  to  £2.56m  (£2.78m). 
Destocking  by  customers  is  blamed  as 
one  of  the  reasons,  as  in,  for  instance, 
sales  of  tubes  for  toothpaste. 

The  company  has  been  forced  to 
cut  about  400  of  its  workforce,  with  the 
continued  overleaf 
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loss  of  180  jobs  at  the  Port  Talbot 
aluminium  plant  last  month.  No  more 
redundancies  are  likely  at  present. 

The  overseas  section  reported  a 
growth,  especially  the  South  African 
operation  which  increased  its  first-half 
profits  by  50  per  cent  to  £650,000.  ■ 


Briefly 


H  Eastern  Region  Small  Firms  Centre 

has  moved  to:  24  Brooklands  Avenue, 
Cambridge,  telephone  Cambridge 
63312,  Freefone  2444.  Run  by  the 
Department  of  Industry,  the  centre 
covers  Essex,  Norfolk,  Suffolk,  Cambs, 
Beds,  Herts,  Bucks,  Berks  and  Oxford. 


APPOINTMENTS 


Change  at  Bowater 


Several  new  appointments  have  been 
announced  by  Bowater-Scott  as  part  of 
a  strengthening  of  their  sales 
management  structure. 

The  existing  northern  and  southern 
national  accounts  departments  have 
been  brought  together  under  a  national 
accounts  controller,  Mr  Keith 
Robinson,  formerly  a  regional  sales 
manager  and  for  the  last  three  years 
national  field  sales  manager. 

Reporting  to  Mr  Robinson  will  be 
the  entire  national  accounts  department 
including  Mr  Keith  Blamires  in  the 
newly  created  position  of 
merchandising  and  trade  development 
manager.  Mr  Blamires  was  formerly 
regional  sales  manager  for  East 
Anglia  and  the  East  Midlands. 

Mr  Keith  Curtis,  regional  sales 
manager  for  the  north,  succeeds  Mr 
Robinson  as  national  field  sales 
manager  and  Mr  Tony  Dalrymple,  until 
now  controller  of  the  southern  national 
accounts  department,  becomes 
Sancella  sales  manager. 

■  Aerosols  International  Ltd:  Mr  Paul 
Reeves  is  appointed  UK  sales  executive. 
He  will  be  based  at  Bracknell. 

■  Eaton  Laboratories:  Mr  David 
Galloway  is  appointed  marketing/ 
sales  director. 

H  Rowenta  (UK)  Ltd:  Mr  George  A. 
Kinnon  has  been  appointed  financial 
controller. 

■  R.  P.  Scherer  Ltd:  Dr  David 
Drinkwater  joins  as  markeWng 
manager,  UK  and  Nordic  territories; 
he  was  previously  in  the 
pharmaceutical  unit  of  Reekitt  and 
Cdlman's  export  division  and  Mr  Erik 
Baes  joins  as  new  product  development 
manager  from  P.  Leiner  and  Sons. 


Barbiturates  up 


London,  September  9:  A  number  of 
barbiturates  were  increased  in  price 
during  the  week.  They  included 
amylobarbitone,  butabarbital, 
butobarbitone,  cyclobarbitone, 
pentobarbitone  and  quinalbarbitone. 
Phenobarbitone  was  unchanged — the 
price  is  subject  to  considerable 
competition  from  certain  overseas 
producers. 

Where  forward  rates  of  commodities 
are  quoted  in  US  dollars,  as  for 
nutmeg  and  pepper,  the  producing 
countries  have  raised  their  rates  to 
compensate  for  the  weak  dollar.  Spot 
rates  are  unchanged  since  sterling  was 
at  its  highest  against  the  dollar  for  nine 
years.  Among  aromatic  seeds,  celery 
was  lower  and  fennel  dearer. 

Firmer  among  botanicals  were 
cochineal,  gentian  root,  and  cascara. 
Lower  were  Cape  aloes,  Canada  and 
Peru  balsams  and  sarsaparilla.  Shipment 
offers  were  received  of  both  Matto 
Grosso  and  Costa  Rican  ipecacuanha 
after  considerable  absence. 

Essential  oil  prices  were  steady, 
the  only  changes  noted  being  in 
cinnamon  leaf  and  in  clove  leaf. 

Pharmaceutical  chemicals 

Amylobarbitone:  Less  than  100-kg  lots  £18.75  kg; 
sodium  £21.59. 

Butabarbital:  Acid  £25.17  kg;  sodium  £26.81  kg  in 
50-kg  lots. 

Butobarbitone:  Less  than  100  kg  £22.88  per  kg 
Cyclobarbitone:  Calcium  £24.70  kg  in  50-kg  lots. 
Pentobarbitone:  Less  than  100-kg  £25.67  kg; 
sodium  £25.71. 

Phenobarbitone:  In  50-kg  lots  £8.12  kg,  sodium 
salt  £8.47. 

Quinalbarbitone:  Sodium  in  50-kg  lots  £28.31  kg. 
Sodium  fluoride:  in  50-kg  lots  £2.43  kg. 
Sodium  gluconate:  Technical  £756  metric  ton. 
Sodium  nitrite:  BPC  1973  £0.94-£1.296  kg  as  to 
maker  for  50-kg  lots. 

Sodium  nitrate:  Recrystallised  £0.88  kg  for  50  kg 
lots;  BPC  £0.94 

Sodium  hydroxide:  Pellets  BP  1973  in  50-kg  lots 
£0.82-£1.57  kg. 

Sodium  perborate:  (per  1.000  kg)  monohydrate 
£723;  tetrahydrate  £430. 
Sodium  percarbonate:  £567  per  metric  ton. 
Sodium   ascorbate:    100-kg   lots   £5.51   per  kg. 
Sorbitol:    Powder.    £690   metric    ton;    syrup  £315. 
Streptomycin  sulphate:  Sterile  £23.50  kg  in  250- 
500  kg  lots;  oral  £18.50. 

Strychnine:  Alkaloid  £74.30  per  kg;  sulphate  and 
hydrochloride    £60.40  kg.    5-10   kg  lots. 
Sodium  phosphate:  monobasic  BP  crystalline  £1.28 
kg  in  50-kg  lots. 

Sodium  thiosulphate:  photo  grade  £216.50  per 
metre  ton:  £202  ton  in  4-ton  lots. 
Sodium  sulphite:  Crystals  £0.192  kg  (500  kg  mini- 
mum). 

Sodium  sulphate:  Fine  crystals  BP  £99  per  metric 
ton.  pea  crystals  £121.60;  commercial  £43.10  ex 
works 

Thiamine:  Hydrochloride/mononitrate  £18.88  kg  in 
25-kg  lots  of  British  origin;  500-kg  £17.42. 
Imported  £15.50  g  (500-kg). 

Crude  drugs 

Aloes:  Cape  £1,190  metric  ton  spot;  £1,150,  cif. 

Curacao  no  spot,  £2,240,  oif. 

Balsalms  (kg)  Canada:  Easier  at  £12.15  on 

the  spot,  shipment,  £11.85.  cif.  Copaiba:  £3.40 

spot,  £3.30,  cif.  Peru:  £9.90  spot;  £9.70,  cif.  Tolu: 

£6.15. 

Cascara:  £1.595  metric  ton  spot;  £1,580,  cif. 
Cochineal:  (kg)  Tenerife  black  brilliant  nominal. 
Peru  silver  grey  no  spot;  £24.50,  oif. 
Gentian  root:  £2,540  metric  ton  spot;  £2.480,  cif. 
Ipecacuanha:  Matto  Grosso  £18.50  kg,  cif;  Costa 
n  ican  £20,  cif. 

Nufimeg:  (per  metric  ton  fob)  Grenada  80s  $3,200 


sound  unassorted  $2,950  110's  $3,050,  defectives 
$2,000. 

Pepper:  (metric  ton)  Sarawak  black  £850  spot, 

$1,750,  cif;  white,  £1,200  spot;  $2,350,  cif. 
Sarsaparilla:  Jamaican  £2,650  metric  ton  spot 
£2,610,  cif. 

Seeds:  (metric  ton,  cif).  Anise:  China  £870  for 
shipment.  Celery:  Indian  £350.  Coriander: 
Moroccan  £180.  Cumin:  Indian  £660.  Fennel:  Indian 
£435.  Fenugreek:  Moroccan  £275;  Indian  £275. 


Essential  oils 

Anise:  (kg)  Spot  £12.75;  shipment  £12.25.  cif. 
Cinnamon:  Ceylon  leaf  £2.50  kg  spot;  £2.30,  cif, 
bark:  English-distilled,  £155. 
Citronella:   Ceylon  £3.50  kg  spot;   £3.15,  cif, 
Chinese  £3.50  spot  and  cif;  Java  £3.35  spot, 
£3.16  cif. 

Clove:  Indonesian  leaf  £1.45  kg  spot;  shipment 
£1.40.  cif.  English  distilled  bud  £44. 
Peppermint:  (kg)  Arvensis — Brazilian  £4.25  spot 
and  cif.  Chinese  £2.85  spot;  £2.70,  cif. 
Piperata  American  Far  West  £13.50  spot. 
Spearmint:  Chinese  £7.50  spot;  £7.10.  cif.  American 
£13  spot. 

Vetivert:  Java  £12.50  kg  spot;  £11.50,  cif. 
The  prices  given  are  those  obtained  by  importers 
or  manufacturers  for  bulk  quantities  and  do  not 
include  value  added  tax.  They  represent  the  last 
quoted  or  accepted  prices  as  we  go  to  press. 


COMING  EVENTS 


Monday,  September  15 

Mid-Glamorgan  East  Branch,  Pharmaceutical 

Society,  Abercynon  Rugby  Club.  Social  evening 
with  rugby  films  followed  by  a  wine  and 
buffet  suipper. 

Wednesday,  September  17 

VVirral  Branch,  Pharmaceutical  Society, 

Clatterbridge  Hospital  postgraduate  medical 
centre,  at  8  pra.  Mr  Arthur  Bromley  on  "The 
Fairground  Organ". 


Thursday,  September  18 

Crawley,  Horsham  &  Reigate  Branch, 
Pharmaceutical  Society,  Redhill  General 
Hospital  medical  centre,  at  8  pra.  Miss  J. 
Waghorn,  Surrey  area  health  education  officer, 
on  "The  pharmacist's  role  in  health  education". 


Advance  Information 

Lancaster  and  Morcambe  Branch, 
Pharmaceutical  Society.  Visit  to  Glaxo 
Laboratories,  Ulverston,  on  October  22,  at 
2.30  pm.  Applications  (limited  to  first  20)  to 
R.  W.  Harrison,  Tresanton,  2a  Rydal  Road, 
Lancaster  LAI  3HA. 

Industrial  Pharmacists  Group  meeting, 

The  Pharmaceutical  Society's  headquarters, 
1  Lambeth  High  Streeit,  London  SE1,  on 
October  23.  "Tablets  and  chips" — la  day 
symposium  on  the  use  of  computers  for 
production  control  of  pharmaceuticals. 
Applications  (£7  pharmacists,  £20  non- 
pharmacists)  to  Mr  R.  E.  Marshall  at  the 
Society's  headquarters  by  October  15. 

British  Institute  of  Regulatory  Affairs  meeting, 

Piccadily  Hotel,  London  Wl,  on  October  30. 
"The  organisation  of  registration  departments 
within  the  pharmaceutical  industry".  Topics  to 
be   covered  in  lectures  and  discussion  groups 
include  "the  registration  department  within  the 
company  structure";  "recruitment,  selection  and 
training";  and  "deoartment  planning  and  cost 
control".  Tickets  (£26.45  for  BIRA  members, 
£29.90  for  non-members)  from  Mr  B.  James, 
E.  R.  Squibb  &  Sons  Ltd,  Squibb  House,  141 
Staines  Road,  Hounslow,  Middlesex. 

"The  packaging  chain"  conference, 

Lancashire  County  Cricket  Club,  Old  Trafford, 
Manchester,  on  November  6.  The  theme  is 
profiting  from  co-operation  along  the  length  of 
packaging  chain  and  includes  sessions  on  article 
numbering,  linking  retailer  requirements  to 
economic  transit  units,  returnable  v  non- 
returnable,  and  display  merchandisers. 
Further;  information  fom  the  Conference 
Secretary.  Institute  of  Packaging,  Fountain 
House,  la  Elm  Park,  Stanmore,  Middlesex. 

Postgraduate  course  in  cosmetic  science. 

Palace  Court  Hotel,  Bournemouth,  from 
November  9-15.  Residential  course  for 
graduates  who  have  recently  joined  the  cosmetic 
or  an  allied  industry.  Applications  (£320 
members,  £350  non-members)  to  Society  of 
Cosmetic  Scientists,  56  Kingsway,  London  WC2. 
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The  demand  for 


ANTI  SMOKING  CAPSULES 
■a  :H    js  increasing  steadily! 


2S  "s#' 
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As  the  cost  of  smoking  increases  along  with  inflation, 
more  and  more  people  will  be  seeking  the  aid  of 
NICOBREVIN  in  an  effort  to  stop  the  habit.  MAKE 
SURE  YOU  HAVE  ADEQUATE  STOCKS. 

Over  50%  more  advertising  will  ensure  an  even  bigger 
and  consistent  demand  in  1 980  —  National  Press,  Local 
Press,  Periodicals  plus  an  extensive  campaign  on 
London  Underground  will  maintain  pressure. 

THERE  IS  A  GOOD  PROFIT  MARGIN  FOR  YOU 

—  plus  an  express  delivery  service. 

Showcards,  leaflets  and  window  stickers  are  available. 


RETAILERS  Contact  your  local  wholesaler  now  or  ask 
us  for  your  nearest  stockist. 

WHOLESALERS    Write  forfull  details  and  terms  to  : 
MILLER  1 3  GOLDEN  SQUARE  LONDON  W1 . 

(Sole  distributors  of  Nicobrevin  in  the  UK)  Urgent  enquiries  phone  01  -734  4246/9. 


UT  SPUR  AND  READICUP  TOGETHER 


fi 


You  can  spend  a  fortune  getting  your  business 
d  out  with  modern  shelving  and  displays. 
But  there's  no  need  to. 
For  we've  devised  a  system  that  combines 
>nomic,  super-strong,  wall-mounted  Spur  adjustable 
lving  with  low-cost,  easy-to-assemble  Readiclip 
^standing  units. 

If  you  wish,  you  can  easily  put  it  together  yourself, 
rr  ke  a  really  professional  job  of  it,  and  save 
allation  charges. 

What's  more,  we'll  give  you  the  help  you  want  in 
ining  and  layout  free  and  without  obligation. 
'  Just  clip  the  coupon  and  see  how  Spur  and  Jf  Atf'*£gyj 


START  CUTTING  COSTS  HERE  ■ 


To:  Spur  Systems  International  Ltd, 

Otterspool  Way,  Watford,  Herts.  Telephone:  Watford  26071. 
Please  mail  me  a  Spur-Readiclip  brochure. 

Name  CD/13/9 

Type  of  business  

Address 


Telephone 


diclip  can  clip  the  costs  for  you. 
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CLASSIFIED 


Post  to  Classified 
Advertisements,  Chemist  & 
Druggist,  25  New  Street 
Square,  London  EC4A  3JA. 
Telephone  01-353  3212. 


Contact  Nick  Randolph  on 
extension  185  for  further 
information. 


Publication  date  Every 
Saturday. 

Headings  All  advertisements 
appear  under  appropriate 
headings. 

Copy  date  4pm  Tuesday  prior 
to  publication  date. 
Circulation  ABC 

January/December  1979 
17,330. 


Display/Semi  Display  £6.00 
per  single  column  centimetre, 
min  25mm.  Column  width 
42mm. 

Whole  Page  £500.00 
(265mmx  180mm). 
Half  Page  £300.00 
(135mmxl80mm). 
Quarter  Page  £150.00 
(135mmx88mm). 


Lineage  minimum  charge 
£6.00  for  20  words,  30p  per 
word  extra. 

Box  Numbers  £1.50  extra. 
Series  Discounts 

5%  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
15%  on  13  insertions  or  over. 


Agents 


Business  opportunities 


AGENTS  REQUIRED 

FOR  THE  U.K. 

Who  have  established  accounts  with  up-market  Chemists  and 
Beauty  Salons,  to  be  able  to  sell  a  range  of  French  aromatherapy 
products  for  the  face  and  body. 

At  the  present  we  are  distributing  our  products  through  our 
franchise  outlets.  The  range  is  unique  and  we  have  now  estab- 
lished a  demand.  Full  back-up  is  given  to  our  agents  with  adver- 
tising and  editorials. 

Please  write  or  telephone: 
D.  Lieber  Esq.,  Managing  Director, 

Morle  Consultancies, 

176,  Kensington  High  Street,  London  W.8. 01  -937  9501. 


AGENTS  WANTED 

for  Diabetic  and  Health  Foods 

Luxury  items  first  of  their  kind  in  UK.  Unique  opportunity  for  estab- 
lished agents  with  contacts  in  the  Chemist  &  Health  Food  markets. 
Areas:  EAST  ANGLIA,  MIDLANDS,  NEWCASTLE,  WEST 
COUNTRY,  SCOTLAND,  N.  IRELAND. 

Write  or  Phone:  NEWFORM  FOODS  LTD.,  PO  BOX  34, 
PINNER,  MIDDX  HA5  3RR.  TEL:  01  952  0305. 


AGENTS 

Successful  agent  with  experience  in  the  industry  required, 
by  importers  and  exporters  of  chemical  and  phar- 
maceutical products  for  the  placing  of  liquorice  juice  in 
sticks  with  a  well-known  brand  name  produced  in  Italy. 

Please  address  your  reply  to: 
P.O.  BOX  975-6901  Lugano 
Switzerland 


AGENTS  WHO  ARE  CAPABLE  OF  SELLING  TO 
RETAIL  PHARMACY  OUTLETS,  ETHICAL 
MEDICINES  IN  LANCASHIRE,  IRELAND,  THE 
MIDLANDS,  WALES  AND  SOUTHERN  ENGLAND 
PLEASE  KINDLY  CONTACT  BOX  NO.  2743  IN 
CONFIDENCE. 


WE  ARE  INTERESTED  IN 
THE  FOLLOWING: 

Anti-Biotics,  Anti-Malaria  and  Analgesics 
Capsules,  Injections  and  Syrups, 
Prenatal,  Children,  Female,  Male,  and 
Old-Age  Drugs,  Surgical  Dressings, 
Hospital  X-ray,  Equipments,  Toiletries  and 
Cosmetics,  Insecticide  and  Disinfectants, 
Bay  Foods,  Agricultural-Chemicals,  Water 
Treatment  Industrial  Chemicals  for 
Breweries  and  Detergent,  Animal 
Husbandry  and  Live-stock  feeds  and 
Drugs;  Representatives  to  look  after  our 
interest  also  welcomed.  Grateful  airmail 
full  details  catalogues  and  the  C  and  F 
prices  to  The  Manager: 

BASOL  PHARMS  LABORATORIES 
LTD., 

4  Ibiteye  Street, 
llupeju, 

Lagos,  Nigeria. 


For  sale 


KODAK  FILM 

LARGE  DISCOUNTS 

FLASH  CUBES 

AT  LOW  PRICES 
Delivered  anywhere  in  the  British 
Isles 


Further  details 
W.L.C.C. 
397  Acton  Lane 
London  W3 

Tel.  993  6400/9/2921  (TC/W) 


BRANDED  AND 

UNBRANDED 
PERFUMES  AND 
COSMETICS  AT 
UNBELIEVABLE 
PRICES 

EXQUISITE  COSMETICS 
3  New  St, 
Earl  Shilton 
LEICS  0455  42951 
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Stocks  for  sale 


Situations  vacant 


PROPRANOLOL 

B.P. 


20%  CHEAPER 

(ANY  QUANTITY) 

THAN  THE  BASIC  PRICES  OF  A 
CERTAIN  OTHER  SUPPLIER  .  .  . 

PLUS  BONUS 

ON  LARGER  ORDERS,  IN  STAGES  OF 
£100— £250— £1000 

DON'T  WAIT! 

FOR  PARTICULARS  OF  THESE  AND 
OTHER  SENSATIONAL  GENERIC 
OFFERS 

WRITE  OR  PHONE  NOW! 

GLOBAL  PHARMACEUTICS  LIMITED 
62  Kenilworth  Road 
Edgware,  Middx  HA8  8XD 
Tel.:  01-958  5476 


CHRISTMAS  1980 

BAGS,  WRAPPING  PAPERS, 
PURSE  CALENDARS,  CREPE  PAPER, 
CARRIERS,  GIFT  TAGS,  PAPERMATE 
PENS,  DIARIES,  ETC. 

Available  as  usual  trom 

JAMES  TOWNSEND 
&  SONS  LTD. 

P.O.  BOX  12 
WESTERN  WAY, 
EXETER  EX1  2AB 

Write  or  phone  Exeter  79731 
for  Christmas  List 
Orders  accepted  now  for 
delivery  when  required 


Trade 

services 


CANTASSIUM  MAKE  THE  FINEST 
RANGE  OF  THESE  AVAILABLE 
SPECIAL  TERMS  FOR  CHEMISTS 


GLUTEN  FREE  FOODS 


Write  to  Cantassium  for  details 
Cantassium  Company  (Dept  F-f  O?), 
225  Putney  Bridge  Road,  London 
SW15  2PY  (7C) 


\4I  4\ 


Three  Pears  Cosmetics 
Station  Road 

Warley 
West  Midlands 

WE  OFFER  A 

LARGE  RANGE  OF 

TOP  QUALITY 

PERFUMES  AT 

BELOW  TRADE  PRICES. 
CONTACT 
ANGELA  CLARKE 
ON  021-559  9367 

(3/5F) 


ONE-SIZE  TIGHTS  from  £2.30  doz. 
plus  VAT.  Min.  order  6  doz.  overall 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  16/18  New  Bridge 
Street,  London,  EC4.  (5/4F) 

JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  PO  Box  180.  Maidenhead. 

(3/1 W) 


International  Trade  Mark  Agents 

Established  1887 

52-54  Featherstone  Street 

London  EC1Y  8ST 
Telephone  01-253  6184 


SALES  REPRESENTATIVES 

LONDON/HOME  COUNTIES 
Midlands 

This  is  an  ideal  opportunity  to  develop  your 
career  within  a  small  but  rapidly  expanding 
company  manufacturing  a  range  of  Baby  pro- 
ducts. 

Experience  of  the  chemist  wholesale/retail 
trade  is  essential. 

We  offer  an  attractive  salary,  company  car 
and  pension  scheme. 

Please  write  now  for  an  early  interview  to: 
A.  W.  Planty 

MERRELL  &  PARDOE  LTD. 
Kelvin  Way 
West  Bromwich 
W.  Midlands 
B70  7JW 


Shopfittings 


Telex  299638  March  G 


(23/8F) 


apian 

shopfitting  limited 

alplan  house,  cavalier  road, 
heathf  leld,  newton  abbot,  devon. 
tql2  6tg      tel.  06Z6  832059. 
from  counters  to  total  contracts 
alplan  s  national  coverage  for 

pharmacies 

SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW17  0PD 
Tel:  01-946  2291.  (TC.W) 


Give  your  sales 
a  vitamin  boost  ! 


Our  attractive  shopfitting  systems 
will  give  your  shop  an  efficient, 
professional  image,  and  make  your 
sales  healthier  too. 
Telephone  us  now  for  more  details 
and  a  copy  of  our  free  colour  booklet 

'Showrax  for  The  Modern  Pharmacy". 
East  Kilbride  (03552)  38521 
Farnworth,  Manchester  (0204)  793316 
Daventry,  Northants  (03272)  4574 
Gravesend,  Kent  (0474)  60671  v  _k 

The  ky  ri 

Northfteet-^  St 

Group 

SHOWRAX 


SPECIALIST  SHOPFITTING  SER- 
VICES. Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A. 
Peyser,  20  Fairfax  Avenue,  Didsburv, 
Manchester  M20  0AJ.  (TC) 


DISPENSARY 
and  PHARMACY 

Specialists 


Complete  service.  N.P.A.  and 
NUMARK  approved. 
iPLAM  UNIT  SHOPFITTINGS 
Eustace  International 
E  Plan  Estate,  New  Road 
Newhaven,  Sussex  BN9  0AE 
Telephone:  07912-7711 
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Businesses  for  sale 


XI— SOUTH  WEST  — A 
resort  town  tournover 
approaches  £200,000  per 
annum.  Property  and  lease  five 
years  to  run  at  £2,250  per 
annum.  Nearly  2,000  scripts 
per  month.  Dispense  &  offers 
invited  for  goodwill  and  fix- 
tures plus  stock  at  valuation. 

X2— MANCHESTER— Sub- 
urban business  has  been  run  as 
semi-retirement  with  no 
cosmetic  agencies  etc.  Scripts 
average  1 .400  per  month.  Total 
turnovc r  app  rox  i m ate  I  v 
£58,000  lease  at  £72(1  per 
annum.  Goodwill  and  fixtures 
£  1 .000  plus  stock  at  valuation 
approximately  £7,000. 


X3— CENTRAL  SCOT- 
LAND— Retirement  vacancy, 
excellent  dispensing  business 
(3,000-3,500  scripts  per 
month).  Counter  trade  unde- 
veloped. Profit  to  owner/man- 
ager 1979  approximately 
£  1  7.000.  Total  capital 
requirement,  including  prop- 
erty, approximately  £46,000. 

X4— NORTHERN  DALES 
BEAUTY  SPOT  —  turnover 
approximately  £50,000.  nett 
profit  approximately  £8,000, 
nearly  900  scripts  per  month 
dispense.  Freehold  property 
with  good  living  accom- 
modation. For  sale  at  £18,000. 
Will  sell  for  property  plus  stock 
approximately  £9,500. 


We  have  a  \er\  large  and  growing  register  ol  private  pharmacists 
w  illing  and  able  to  buy  substantial  businesses  in  all  parts  ol  U.K. 

Pharmacists  who  wish  to  retire  or  sell  their  business  tor  any  other 
reason  can  consult  us  m  the  strictest  confidence.  Our  senior  partner 
lias  unique  experience  extending  over  30  years  in  the  selling  of 
chemist  businesses  and  giving  advice  to  both  vendors  and  pur- 
chasers in  tins  verv  difficult  and  technical  matter. 

We  are  not  retained  by  any  one  chain,  group  or  individual  to  look 
lor  businesses  lor  them.  So  vendors  can  consult  us  in  the  certainty 
that  then  interests  will  be  paramount. 


Ernest  J/George 

^5  &CO 

GARDALE  HOUSE.  122  GATLEY  ROAD,  GATLEY,  CHEADLE, 
^  CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


For  Sale 

VILLAGE  PHARMACY,  GWENT 
UNOPPOSED 

Retirement  vacancy,  double  shop,  ample  storage,  3,000 
prescriptions  per  month  (average). 

1980  turnover  estimated  £105,000. 
Freehold  property  £10,000. 

Goodwill,  fixtures  and  fittings,  £10,000  stock  Valuation 
approximately  £20,000. 

Please  apply  in  writing  to: 
64  Glenwood 
LLANEDEYRN 
CARDIFF 
CF2  6UT 


Stock  wanted 


WE  PURCHASE 
SHOP  STOCKS  AND 
MANUFACTURERS  SURPLUS 

Please  telephone  or  write: 

LAWRENCE  EDWARDS 
AND  CO.  LTD., 
Wellington  Close, 
London  W11  2AN. 

Tel:  01-727  3137-8  (17/1F) 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London 
EC1V  0BA.  Tel:  01-253  1184/5. 
Telegrams:  "Salvall",  London 
E.C.1.  (TC.W) 


PHARMACEUTICAL  ANTIQUES 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects (TC.W) 


BOX  NUMBERS 

When  replying  to  Box  Number 
Advertisements  all  correspondence 
should  be  addressed  as  follows: 
CHEMIST  &  DRUGGIST 

Box  No  ,  25  New  Street  Square 

London  EC4A  3JA 


CHEMISTS? 
DRUGGIST 


Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London  EC4A  3JA 
Telephone  01-353  3212 

Copy  date  12  noon  Tuesday  prior  to  publication  date 


ORDER  FORM 

Please  insert  as  below  our  advertisement  under  the  heading  _ 
Please  invoice  insertions 


PLEASE  PRINT 


Name 


Address 


Phone 


Date 


Quarter  Page  £150  (135mm  x  91mm) 
Lineage  Minimum  charge  £6  for  20  words.  30p  per  word  extra 
Series  Discounts  5%  on  3  insertions  or  over.  10%  on  7 
insertions  or  over.  15%  on  13  insertions  or  over 


Signed 


Display/Semi  Display  £6.00  per  single  column 
centimetre,  min  25mm.  Column  width  44mm 
Whole  Page  £500  (275mm  x  86mm) 
Half  Page  £300  (135mm  x  186mm) 


Typesetting  and  grapnics  by  l-nary-Clark  Ltd,  Enneld,  Middlesex,  printed  by  Riverside  Press  Ltd,  Whitstable,  Kent.  Publisned  by  BENN  PUBLICATIONS  LTD,  25  New  Street  Square.  London  EO+A  3JA. 
Registered  at  tne  Post  Oltice  as  a  Newspaper  29/ 19/1 6s 


A  Second  Home 
for  the  House  of  Ransom 


Behind  Ransom's  famous  gatehouse  stands  the 
factory  which  has  been  their  home  for  more  than 
130  years.  But  now  they  have  a  second  home  —  a 
completely  new,  purpose-built  factory  which 
greatly  expands  their  capacity  to  manufacture 
and  supply  galenicals  and  standard  medicinal 
products  to  the  highest  specifications. 

And  together,  their  two  homes  enable  Ransoms 
to  provide  a  better  service  than  ever  before  to  an 
increasing  number  of  customers. 

William  Ransom  &  Son  Ltd  today  combines  all 
the  traditional  values  of  quality,  service  and 
personal  attention  to  detail,  with  the  very  latest 
in  modern  equipment,  production  facilities  and 
plant  layout.  From  the  purchase  of  raw  materials 
right  through  to  manufacture,  analysis  and  pack- 
aging, Ransom's  quality  control  is  designed  to 
safeguard  the  interests  of  their  customers  and 
uphold  their  own  enviable  reputation. 


A  most  ambitious  research  and  development 
programme  is  established  at  Ransoms.  Chemists 
and  technicians  specially  recruited  for  their  depth 
of  knowledge,  skill  and  expertise  within  the 
areas  of  plant  extraction  and  analysis  techniques, 
are  constantly  reviewing  and  improving  the 
production  and  analytical  methods. 

...to  customer's  own  needs 

This  research  team  is  also  available  to  design 
and  develop  to  a  customer's  own  specifications 
and  to  the  same  rigorous  standards  of  quality,  while 
maintaining  the  strictest  confidence  in  all  dealings. 

Still  a  totally  independent  company,  Ransoms 
have  a  depth  of  expertise  and  basic  skills  beyond 
comparison  in  their  specialised  sphere. 

You  will  find  it  a  pleasure  to  do  business  with 
Ransoms. 


-  and  you  can  benefit  from  both  - 

William  Ransom  and  Son  Limited 

MANUFACTURING  CHEMISTS  104  BANCROFT,  HITCHIN.  HERTFORDSHIRE  SG5  1LY,  ENGLAND 
Kstablishcd  1846  Telephone:  Hitchin  (0462)  4575/7       Telex:  825631 
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Are  you  seriously 
asking  me  to  give 
my  customers 
a  cold?"  — 


No,  we're  actually 
asking  you  to  give  them 
8  influenza  viruses.  Because  that's  what  you'll 
find  in  each  Nelsons  Influenza  and  Common 
Cold  Tablet. 

The  reason?  Prevention.  In  minute, 
Homoeopathic  doses,  the  viruses  are 
completely  safe -yet  surprisingly  effective  in 
building-up  resistance  to  colds  and 'flu.  Like 
all  Homoeopathic  preparations,  they  work  by 
mobilising  the  body's  own  defences  - 
providing  natural  help  towards  better  health. 

As  you  can  see  from  the  chart  it's  an 
approach  that  really  does  work.  (It  would 
even  appear  that  those  Homoeopathically 
immunised  people  who  do  contract 'flu,  enjoy  a  more 
rapid  recovery  than  other  victims.) 

Right  now,  Homoeopathy  is  playing  a  major  part  in 
the  national  movement  towards  more  natural 
alternatives.  Homoeopathy  is  fully  recognised  by  the 
Department  of  Health  and  Homoeopathic  treatments 
can  be  prescribed  under  the  National  Health  Service. 

Nelsons  have  the  full  range  of  literature  and  products 
to  satisfy  customer  curiosity,  interest  and 
demand  in  this  healthily  growing 
market  So  investigate  the  Nelsons 
range -and  discover  some  wholly 
beneficial  side-effects. 


How  effective? 


HOMOEOPATHICALLY 
IMMUNISED 

NO 

HOMOEOPATHIC 
IMMUNISATION 

TOTAL 
TAKING  PART 

872 

937 

NUMBERS 
DEVELOPING 
INFLUENZA 

74 

183 

TOTAL  DAYS 
OFF  WORK 

132 

1101 

RESULTS  OF  1968-1970  STUDY  QUOTED  IN  "HOMOEOPATHY" 
BY  G.  RUTHUEN  MITCHELL  PUB.  W.  H.  ALLEN  1975. 

lomiKoTM'lm'  Finn  Aid  Sc'  Z  'k> 

'His,- 

  -— •  fc. 


Find  the  Nelsons  range  at  your 
wholesaler,  ring  us  on  (01)  274  3237  (4  lines) 
for  more  information,  or  write 
to  A.  Nelson  &  Co  Ltd,  215-223, 
Coldharbour  Lane,  London  SW9  8RU. 


neisons 


nelson 


Helping  your  body  help  itself. 


mm 
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